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The Old Year --and the New 


INSURANCE IN Forct The state of Pennsylvania, where 
Increase in 1926 uO we are already licensed, will be ac 
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There is something interesting it 
our 1927 program to stimulate Peoria 
Life agents to successful productior 
during every month of the year 


a j . 
“4 f _* INTEREST RETURN 


— 5 , ON Mortoacs 


= 


—<—<—$—$ $$$? s Il 





1927 will be another year of 
advancement amoung the lead 
Wg proagrcesstt companies 


ine country 














ritt 
Ofna 


per 
Mi 


year, 3 conan a 
roh_3,_ 1879 








~ TP —--S&X ‘ 
First-CONTENTIMENT 
: WootG “ 























AVEN’ T you often won- 
dered about jobs—posi- 
tions—companiesr 


OLICY contracts, agency 

contracts, company repu- 
tation and a host of other 
things are always to be con- 
sidered carefully when mak- 
ing a life insurance connec- 
tion. All of these things enter 
in, in determining how satis- 
factory your connection 
will be. 


UT after all, most com- 
panies have good policies, 
attractive agency contracts, 
yy and the task of “fitting 
n” with the right company 
col ea itself into a search 
for a company of men with 


























whom you would like to be 
associated and work. 


|‘ you are seeking congenial 
workingconditions, associ- 
ates of high character and 
a company that has a reputa- 
tion for fair dealing with both 
agents and policyholders then 
you should consider the 
Peoples Life, Illinois. 


T is a conservative, pro- 

gressive Company, manned 
by the highest type of life 
insurance executives and life 
insurance agents. If you are 
seeking contentment first, 
write E. J. Cotter, superin- 
tendent of agents, for further 
information on why the 
Peoples Life feels it has an 
opportunity for you. 
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CONTINENTAL AMERICAN 
LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 


PHILIP BURNET, President 


CU 


NINETEENTH ANNUAL STATEMET 


January, 1, 1927 


Asestta <« « - « = « $B72Z29593 
Liabilities - - - - - 7,044,584 


Only 81% of assets 





Excess of Assets }S:Pi! $5238! $1,678,009 
24% more than liabilities 


CHANGE OF NAME 


W wen this Company was or- 
ganized it was named Continental 
Life Insurance Company. Since 
then, three other companies have 
adopted a similar name. In order 
to distinguish this Company from 
any other institution, its name has 
been changed to 


New Insurance - - - - $15,316,989 


A gain of 11% 


Insurance in Force - - - $71,095,170 


Net increase 14% 
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CONTINENTAL AMERICAN 
LIFE INSURANCE COMPANY 
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TUMBER.SEVEN 





CRUSADER SERTIES 


MANY YEARS AGO when even empires swayed in uncertain balance, 
And this 


is why. It was the duty of each veteran knight to pass on to some worthy 


the great order of knighthood withstood the test of centuries. 


youth not only the priceless legacy of his idealism, but the heritage of 
his equipment, keen-edged and battle-tried. So it was that Sir Tristan, as 
he lay dying, said to his faithful squire, “I take leave of that which I 


I give thee my arms, I give thee my chivalry.” 


have loved and honored. 





AT THIS TIME one of our agencies is passing its fourth anniversary. 
It is composed of thirty-one young men. . . . whose average length of 
service is less than two full years. None of them had previous life 
insurance experience and fourteen were added during the past year. 
Yet, this group produced approximately $4,000,000 of paid-for business 
in 1926! And this is why. To able men carefully trained in its service 
school, the Phoenix Mutual gives unstintingly of its traditional idealism 


and generously of its splendid equipment. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


HOME OFFICE: HARTFORD, CONNECTICUT 
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MANY PROBLEMS SOLVED | 
BY NEW YORK RULING 


SD 


Settles Important Questions in 
Handling of Big Group 
Cases 
AGENTS NOT SATISFIED) 


— 


Superintendent Makes No Attempt To 
Compel Companies To Operate 
Through Their Field Men 





NEW YORK, Jan. 13.—The recent 
commotion in the group field caused al- 
most entirely by Superintendent Beha’s 
letter last August to the Travelers, in 
which he authorized under certain con- | 
ditions the refunding of commission on 
groups involving 10,000 or more lives 
written directly by the companies over | 
the heads of agents and 
been lulled for the time 
department ruling 
letter written last week 
ident E. E. Cammack of the Aetna, | 
secretary of the Group Association, 
which is composed of companies doing 
more than 95 percent of the group bus- 
iness written throughout the country. 


brokers, has | 
being by 
forth in a 


to Vice-Pres- 


al 


new set 


Agree to Charge Commissions 


The immediate cause of the disturb- 
ance, as has been reported, was the | 
writing of the huge General Motors | 
contract by the Metropolitan without 
commission payments. As a result of 
the agitation growing out of this, Su-| 


perintendent Beha called leading group 
executives together last month 
conference, after which the Group 
sociation met and agreed that on all | 
luture group cases, regardless of size, 
a regular commission charge was to be 
included in the basic premium rate of- 
fered all policyholders, none of whom | 
would therefore receive any special ben- 


for a} 
As- 


efits through the elimination of com- 
missions threugh overhead writing. 
his agreement was forwarded to Su- 
perintendent Beha and the following 
new ruling, as set forth in his letter 
to Vice President Cammack, resulted: 


Ruling of Department 


“Referring to the matter of commis- | 
on group life insurance policies 
and the department's letter with refer- 
ence thereto to Secretary B. D. Flynn 
ot the Travelers dated Aug. 27, 1926, 
I would state that after giving the mat- | 
ter careful consideration it is the opin- 
on of this department that where a 
group policy is written without payment 
i commissions, there should be charged 
against the class to which such group 
belongs, either in the computation of 
dividends or arriving at experience rat- 
ing refunds and experience rating re- 
ductions, the regular commissions > 


sions 


} 
company would have paid under s | 
agency contracts if the business had | 
been written through an agent. The 


amount so charged should be credited | 
to the general overhead of the group 
business as a whole. This is based on | 


IP 








FIGURES ON 1926 BUSINESS SHOW 
COMFORTABLE GAINS OVER LAST YEAR 





RELIMINARY reports on 1926 
business received from the life com- 
panies in response to the request 


is to be charged a regular commission 
percentage regardless of whether the 
commission is actually paid an agent or 
not. Third, the companies will be less 
tempted to write business overhead, al- 
though the department obviously shied 
at any attempt to compel the com-| 
panies more or less to do business ex- | 
clusively through agents, an attempt} 
that it ‘obviously felt would have been | 
quite unwarranted on its part. 


Overhead Writing Problem Remains | 
But if some problems are solved, 


others remain. The question of over- 
head writing must stil] be threshed out, | 











| certain 


i by 


ness and insurance in force. The reports 
in many cases gave only approximate 
figures, as exact data were not yet avail- 























to consider granting special benefits in 
individual cases, facts or no 
Those holding this opinion argue 
it may be desirable to grant cer- 
concessions on large group cases 
but before these concessions can be 
granted, the state insurance code must 
be amended by the legislature and not 
administrative order to make them 
legal. 
Censider Commission Change 


Particularly significant because of the 
light it throws upon Superintendent 
Beha’'s dictum about “reasonable and in 

(CONTINUED ON PAGE 32) 


facts. 
that 
tain 





|said that primarily every 


casted 


LUTHER SOUNDS CALL 
FOR HIGH POWERED MEN 


Aetna Life’s Vice-President De- 
clares There Is an Opportun- 
ity for Big Results 


| FIELD NOW ATTRACTIVE 


Asserts That Tendency to Cut Down 
Territory is a Mistake in a 
Number of Instances 


Vice-President Kendrick A. Luther of 
the Aetna Life declares that the cutting 
down territory may 
He 


insurance 


general agents’ 
too far in many 


ol 
gone instances 
life 
man should be making enough money to 
The 
small 


have 


satished. idea has been broad- 
that territory 
cultivated was to be desired and would 


be more remunerative than a large terri- 


be 
intensively 


tory not well cultivated. 


Mr. Luther said that there is a fallacy 
in this argument. It is true that some 


| general agents will skim over a big ter- 


| Since 


of THe Nationa UNDERWRITER show able. The figures as reported to THe 
that the majority of companies made NATIONAL UNDERWRITER this week are as 
comfortable gains in new paid for busi- | follows: 
New Paid New Paid Inc. Ins 
Bus. 1926 Bus. 1925 a Age 
American National, Tex. . $46,931,779 $37,377,855 382.210 
BO Wis ond hen bnedwdercbente 25,183,936 25,794,450 rt 503. 385 
Bankers Life, la........... 158, 336.102 157,045,211 65,916,439 
Berkshire Life, OT See ana 27,000,000 20,985,999 13,000,000 
Business Men's Assurance. 18,566,001 16,974,306 9,149,035 
Capital Life, Colo. ........ 2,500,000 11,176,483 #3,500,000 
Cedar Rapids, Life, Ia. 400,120 3,272,000 1.877.16 
Connecticut DEE vécaneee 2 242,985 224, 049. 835 108,420 
Crown Life, Toronto ..... 2,314,509 18,566,755 12,038 
Durham Life, N. C 14,272,645 13,101,895 2,186 2 
Equitable Life, Ia. .......... : ‘ 83,958,000 _ 66, 254,000 51,205,000 
Equitable Life, N. Y.. Ord. 822,000,000 7 758, 436,000 $70,000,000 
Equitable Life, N. ¥ Group 200,000,000 15 200,000,000 
EKureka-Maryland, Md. re : 17,206,547 24 5.371.881 
George Washington Life, W. Va.. 3,950,277 4 608. 688 638,026 
Guardian Life, N. Y¥........0:. ane 70,000,000 66,800,000 43,000,000 
ee i Mech esnenes 2 J : 40,280,673 
Jefferson Standard. N. C 61.2 
Kaskaskia = Bh nak kere § ‘ 729,550 
Liberty Life, ae 4,627.58 1,906,119 
Lincoln ae Nae Ind 118,400,000 
Louisiana State Life ..... 2.473.454 
Midland National Life, S. D 8,547,935 
Minnesota Mutual Lifs 33,237,679 
Mutual Life, Ill. ..... . : 4,664,986 
Mutual Trust Life, Il.... oe 23,000,000 26,500,000 25.000 
National Life, Toronto ‘ ca : 7,830,000 8,704,000 1,292,963 | 
New England Mutual Latnt ane .. 127,801,463 117,647,075 80: 790,299 
New York Life ... ane ee : 900,000,000 844,801,000 530,000,000 
Northwestern Mutu: al. cuen wae 336,658,163 348,721,560 203,085,893 
Northwestern National, Minn. . : 44,587,709 43.231, 
Occidental Life, Cal. ......... _ 16, § 15,413, 
Presbyterian Ministers’ Fund, Pa 7,3 ‘ 7,130, 
Provident Life & Accident.. ‘ 8,758, 911,788 
Register Life, Ia. ....... 5,736,804 548,000 
Reliance Life, Pa ee 72,819,000 $3,310,213 
Reserve Loan Life, Ind. 18,163,733 846.719 
tockford Life, . rr 6,271 § , 432,402 
Security Mutual Life, N. ¥ 18,830,525 13,140,000 
Southern States Life, Ga 17,578,897 8597 788 
Southwestern Life, Tex 48,924,824 
Standard Life, Pa 4,228,868 
State Life, Ind 215,288,232 
State Reserve, Tex a4 2,141,410 
United States Life, N. Y.. ; 4,881,361 
United Life & Accident, N. H 13,393,189 4 0.000 
the assumption that the commissions | preferably between the several com- 
paid by the company on a risk of this | panies and their agents. Again, exactly 
| kind would be reasonable and in no/| what are the “reasonable and in no way 
way excessive considering the amount! excessive’ commissions spoken of in 
of premium involved. This department the new ruling? Undoubtedly some 
is willing at any time to consider the | precise definition of these will have to 
facts in any individual case that might} be made in the near future. But the 
justify the modification of this rule.” most important question is what is 
Selves Many Problems meant by the last sentence in Super 
intendent Beha’s letter, which expresses 
rhis new ruling solves some of the| the department’s willingness “to con- 
many problems troubling the group field | sider the facts in any individual case 
In the first place, it ends a dangerous | which might justify the modification 
form of virtual rate cutting that was / of this rule in any individual case.” Is 
rapidly developing in the scramble of | this a joker clause virtually nullifying 
the companies for new business. Sec-| the most important clauses of the new 
ond, no charge of discrimination be-| ruling? The opinion has been expressed 
tween policyholders of the same class} here that as the law stands at present 
can be brought against the companies | on the matter of discrimination, Super- 
inasmuch as the assured in every case | mntendent Beha has no authority even 





ritory. He said however that some 
farmers are not successful on a small 
tract but they are on a large farm. He 


believes that a general agent should 
have sufficient territory to give him am- 
ple range for his ability. He may not 
cultivate intensively every part of the 
territory, but out of the entire tract he 
will be able to produce a satisfactory 
business. He probably can make more 
money for himself and his men out of a 
large territory than he could in a small 
territory. 


Cutting Down the Namber 


said that four years ago 
Aetna Life had 84 general agents. 
that time 14 have been cut out, 
leaving 70. He said that now there wiil 
six or seven more eliminated. Even 
with this reduction in number of general 
agents the amount of business produced 
is three times what it was before. Mr 
Luther sounded the slogan that bigge: 
and better agents mean bigger and bet- 
ter life insurance. He said that it will be 
the Aetna Life’s policy to build men. It 
will give more attention to its trained 
salesmen who are proving their worth 
There no reason why a man cannot 
become bigger and better every year in 
his sales work. 
Werk for High Grade Men 


He feels that life insurance salesmen 
are inspired by larger organizations. He 
said that high grade men can be secured 
and should be given the training that 
will put them in shape te accomplish 
something worth while. In recent years 
Mr. Luther said that a number of col- 
lege men had come into the business 
and they have found it a profitable field. 
There are important questions in life in- 
surance these days that require expert 
handling. Trust, inheritance tax and 
estate service, business and corporation 
life insurance and large programs for 

(CONTINUED ON NEXT PAGE) 
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BEHA ISSUES A WARNING 
ON MISREPRESENTATION 


COMPANIES ARE RESPONSIBLE 


Combination of Life Insurance with 
Saving Scheme Has Elicited a 
Number of Complaints 


NEW YORK, Jan. 12.—Superintend- 
ent James A. Beha has issued state- 
ment with regard to the combination of 
savings and life insurance in which he 
warns the life companies that they are 
responsible for the statements of their 
agents. The letter to the companies is 
as follows: 

Several Organizations Formed 


“Within the last two years a number 
organizations have been formed for 
purpose of combining the sale of 
life insurance ‘in one manner or another 
with a program of regular saving. The 
men in charge of such organizations are 
usually agents for a life insurance com- 


of 
the 


pany and employ sub-agents to solicit 
prospects. These organizations are usu- 
ally incorporated and their solicitors 
usually gain entry to their prospects by 
stating that they represent the thrift 
corporation in order to avoid stating 
that they are selling insurance. 
Two Solicitors Employed 
“In some cases solicitors have been 


employed who are not licensed to so- 
licit life insurance. Although it seems 
that most of these solicitors are licensed, 
they are frequently of a very inexperi- 
enced grade of salesmen. Some of the 
organizations advertise widely for so- 
licitors, bring in large numbers of inex- 
perienced men, tell them a little about 
the proposition which they are to sell 
and send them forth to get signatures to 
the thrift contract. The plan is to fol- 
low these men up with more experienced 
men who obtain the signature to the 
application for insurance. This applica- 
tion for insurance is usually prepared in 
the office of the thrift corporation from 


information obtained by the first so- 
licitor. 
Misrepresentation Charged 
“Most of these thrift schemes cover 


a period of 10 years and are so arranged 
that for this period the interest earned 


on the savings account is sufficient to 
pay the premiums on the insurance. 
With this fact in mind, the solicitor is 


apt to point out to the prospect that he 
is getting insurance free of charge. 

‘A large number of complaints have 
come to this department regarding the 
operation of these solicitors. The com- 
monest complaint is that of misrepresen- 
tation. A number of applicants desiring 
to withdraw after having made a few 
payments have been surprised to find 
that not all of their deposits were in the 
bank. 


Companies Are Responsible 


“This letter is to call to the attention 
of the life insurance companies that they 
are, in last analysis, responsible for their 
licensed agents. In so far as the life in- 
surance companies doing business in 
this state are willing to be represented 
either by unscrupulous or ignorant sales- 
men, we may expect to have to deal with 
many charges of misrepresentation. Fur- 
thermore, whenever a prospect is 
reached through a ruse by an incompe- 
tent s salesman, the legitimate solicitation 
of life insurance is made more difficult.” 


LUTHER SOUNDS CALL 
FOR HIGH POWERED MEN 


(CONT’D FROM PRECEDING PAGE) 


wealthy men require salesmen of the 
highest order. He said that the world 
makes its way for the man who can 
turn the trick. 

Life insurance men who can see the 
possibilities in the business and can do 
big things will stay in it. 











ATTEMPT TO REORGANIZE 
NORTH AMERICAN MADE 


FOLLOWS NEBRASKA DECISION 


Policyholders of Original Mutual Seek 
to Regain Assets Transferred 
to Stock Company 


LINCOLN, NEB., Jan. 12.—Policy- 
holders of the North American National 
Life have taken preliminary steps to 
force a reorganization of the corpora- 


tion. This follows the decree granted 
some weeks ago by the district court, 
which the stockholders interpret to 


mean that the transfer of the assets of 
the company from the policyholders of 
the original mutual company to the 
stockholders of the company organized 
to take it over was not done in accord- 
ance with law and that the assets are 
still the property of the policyholders. 


Irregularities Charged 


The action was begun by John P. 
Leininger, a policyholder of Loup City, 





who claimed that irregularities marked | 


the transformation from a mutual to a 
stock corporation. Practically all 
stock was taken by the officers of the 
company at that time, who said the pol- 
icyholders failed to exercise their mght 
to subscribe. Later they sold out at a 


very good profit, and since then the 
company has been sold to the Caldwell 
interests of Nashville, Tenn. The new 


move is under the direction of John M. 
Priest, attorney for the policyholders. 
The temporary’ executive 


the | 
| the 


|! and members of Masons’ 


committee | 


consists of a number of substantial Ne- | 


John P. Leininger, 
John J. Bogan, Lincoln, 
B. Smith, Al- 


braskans: 
City, chairman; 
secretary-treasurer; J. W. 
bion; A. J. Weaver, Falls City; P. R. 
Burling, Cortland; George H. Gutru, 
Newman Grove, and L. S. Spath, Scrib- 
ner. 
Prepare Bills of Exceptions 

Motions for new trials in the district 
court by both the company and Com- 
missioner Dumont, who is interested in 


Loup | 


| first three of the 


a final determination of the adequacy of | 


the present law relating to methods of 
transforming from a mutual to a stock 
company, have been overruled and 40 
days given to prepare bills of exceptions 
for filing in the supreme court. At least 
five other transformations are voidable 
by the policyholders affected if the su- 


preme court says the law is as Judge 
Shepherd, who has served on the higher 
court, says it is. 


| pre sident 
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ARE ‘NOW WORKING ON 
DETAILS OF MERGER 


BEFORE STATE DEPARTMENTS 


Crescent Life Will Take Over Interna- 
tional Life & Annuity of 
Moline 


The merger of the International Life 
& Annuity of Moline, Ill, with the 
Crescent Life of Indianapolis under the 
name of the latter, which was approved 
by meetings of the stockholders of the 
respective companies Dec. 21 and 18, is 
moving along smoothly. The Crescent 
Life has made application for admission 
to the states in which the International 
operated and has already been admitted 
to Missouri and Arkansas. Details of 
admission are being worked upon in IIli- 
nois, Iowa, Kentucky and North Da- 
kota. The office force of the Interna- 
tional Life will be moved to Indianapolis. 
Quarters for this increase in home office 
force are being prepared in the Crescent 


| Life’s home office building. 


Makes Good Increase 


Over $175,000 business was written by 
Crescent last year with a gain of 
$1,000,000 of insurance in force. The 
combination gives insurance in force of 
approximately $16,000,000, an income of 
over $600,000. The company will con- 
tinue to confine its writings to Masons 
families. Pres- 
ident Day says plans are under way for 
development which will be put in opera- 
tion after the details of the merging 
process have been completed that will 
undoubtedly largely increase the produc- 
tion of new business. 


Hold Canadian Conventions 


The Metropolitan Life has held the 
Canadian triennial con- 
Cal- 
11. 
by 


ventions, one at Winnipeg Jan. 6, 
gary Jan. 8, and Vancouver Jan. 
These conferences were attended 
field representatives, executives and 
company officials. The sessions dealt 
with the problems of the field staff and 
local offices. A. F. C. Fiske, third vice- 
and manager for Canada, at- 


tended all conventions. He was accom- 


panied by H. E. North, assistant secre- 
tary and in charge of Canadian field | 
organization; Dr. J. N. Coolidge, assist- 
ant medical director, Canadian head 
office, and Miss Alice Ahern, in charge 
of company’s publicity division at the 


Canadian head office. 





PROMINENT AETNA LIFE OFFICIALS 


HONOR WHATLEY’S CHICAGO MEN 





MORGAN B. BRAINARD 
President Aetna Life 


KENDRICK A. LUTHER 
Vice-President Aetna Life 


| MILTON FREEDY BECOMES 
| WISCONSIN COMMISSIONER 


| EXPERIENCED INSURANCE MAN 


| Special Agent of the Phoenix of Con- 
| necticut Succeeds Olaf H. Johnson 
at Madison 


MILWAUKEE, Jan. 12.—Milton A. 
Freedy of this city has been appointed 
insurance commissioner of Wisconsin 
for the unexpired term ending July 1, 
1927, and for the four-year term follow- 
ing. The appointment was announced 
by Governor Zimmerman last week and 


Mr. Freedy was sworn in at Madison 
yesterday. Mr. Freedy has been special 
agent for the Phoenix of Connecticut 


and Equitable Fire & Marine in Wis- 
consin for 20 years. He succeeds Olaf 
H. Johnson, was appointed by ex-Gov- 
ernor John J. Blaine in June to fill the 
unexpired term of W. Stanley Smith, 
who resigned to enter the political cam- 
paign for governor. Mr. Johnson is a 
state senator and had been deputy com- 
missioner under Smith. He resigned as 
commissioner last week. 


No Axes to Grind 


When interviewed regarding his ap- 
pointment Mr. Freedy stated that he in- 
tended to conduct the work of the insur- 
ance department on a _ business basis. 
“T have no political axes to grind nor 
am I involved in any way with politics,” 
said Mr. Freedy. “I want to give the 
best business administration possible as 
long as I am insurance commissioner. 
There are very capable men in the in- 
surance department now, and I do not 
plan to disrupt the organization of the 
department.” 

The new insurance commissioner is 
one of the most prominent field men in 
Wisconsin and is highly regarded by all 
of his associates. When it was predicted 
that Mr. Freedy would be appointed 
commissioner under the new adminis- 
tration of the state, the companies, field 
men, and everyone who knew him stated 
|that he would make a very good com- 
missioner and that the department 
would be conducted as fairly and justly 
for all concerned as possible. His ap- 
| pointment is looked upon with satisfac- 
|tion throughout insurance circles. 


Prominent Fire Insurance Man 


| Mr. Freedy started in the insurance 
| business in Milwaukee in 1893, with the 
| local agency of C. F. Hibbard Company, 
|being engaged by Henry Eckstein, a 
prominent underwriter in Milwaukee, 
who is president of the Hibbard com- 
pany. After a service of 12% years with 
that company, Mr. Freedy became asso- 
ciated with the Royal, in the loss depart- 
ment of its Chicago office. He remained 
there for more than a year and then 
went to the Phoenix as special agent, 
where he has been ever since. He is a 





past president of the Wisconsin State 
Fire Prevention Association and also of 
the Wisconsin Field Men’s Club. Mr. 


Freedy is a brother-in-law of Governor 
Zimmerman. He is one of the founders 
of the Blue Goose fire insurance fra- 
ternity, being a member of the Wiscon- 
sin home nest. When the grand nest 
met in Milwaukee in September to cele- 
brate the 20th anniversary of the found- 
ing of the fraternity, Mr. Freedy was 
resident chairman of the entertainment 
committee. 


Vocational Misfit Problem 


To solve the problem of vocational 


misfits 37 leaders in each of the impor- 
tant professions and industries have 
been selected by Edward L. Bernays, 


public relations counsel, to make a sur- 
vey of the situation. The findings of 
the group have been brought together 
and a book is to be published early this 
year by the George H. Doran Company 
of New York. The insurance writer is 
Harry J. Miller, second vice-president 
of the Metropolitan Life. 
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LIFE COMPANIES SHOW 
GOOD GAINS FOR YEAR 





Special Reports Are Made on 
Some of the Officers’ 
Operations 


HEALTHY CONDITION SEEN 





Analysis of Figures Brings Out Prog- 
ress That Is Being Made in 
Life Insurance World 


The 19th annual statement of the Con- 
tinental American Life of Wilmington, 
Del., formerly the Continental Life, 
shows assets $8,722,593, capital $652,350, 
net surplus $1,025,659, business 
$15,316,989, gain 11 percent, insurance 
in force $71,095,170, gain 14 percent. 
The Continental American 


new 


decided 


change its name because when it was | 
Continental | 


organized it was the only 
Life. Since then three other companies 
have adopted a similar name. The an- 


nual statement indicates the continuation | 


of the sound progress which the Conti- 


nental American has made from year to | 


year. President Philip Burnet outlined 
a program of substantial growth 
financial solidity rather than attempt 
to make spasmodic and 
gains. In new insurance written 
insurance in force, in assets and its sur- 
plus, the company shows advances from 
year to year. The assets are 24 percent 
greater ‘than the liabilities. The com- 
pany is well liked by agents and is one 
of the best managed in the country 


Detroit Life 


President M. E. O’Brien of the De- 
troit Life states that last vear was the 
greatest in the history of that company. 
Its new written business was $23,880,- 
000, gain $3,013,000; insurance in force, 
$63,000,000, gain $8,000,000; new busi- 
ness paid for $17,566,548, gain $1,631,- 
832: gross assets, 87,000, gain $887,- 
000; premium income, $1,948,377, 
$257,054. The leading agency of the 
company is the Fishman Agency of De- 
troit. In December it paid for $643,750 
Its total paid-for business for the year 


$5.7 


gain 


was $5,473,919, with net premiums on 
first vear’s business of $155,425. The 
Detroit Life shows an increase in pre- 





mium income in six years of 
$1,000,000. The company 
business to Michigan. 

The Minnesota Mutual Life 
an increase in insurance in force for 1926 
of approximately $11,000,000. Total in 
force at the close of the year was $132.- 
612,443. Assets at the end of 1926 are 
given as $15,209,021 against $13,693,730 
the previous year. Net surplus was $1,- 
105,793 against $1,030,000 the previous 
year. 


more than 


connines its 


reports 


Provident Mutual Life 


\n increase of $3,000,000 in new paid- 
life insurance is announced by the 
Provident Mutual of Philadelphia in its 


tor 





annual report for 1926, making the com- 
pany’s outstanding insurance in force 
$806,000,000, with a premium and annu- 
ity income of $28,658,402, and assets of 
£188,683,.000. ° 

[The Missouri State Life closed 1926 
ith $670,919,651 in paid-for insurance 
1 its books, an increase for the vear of 
$83,333,143. It now has admitted assets 
f more than $70,0000,000. 

The Franklin Life closed the vear 
with insurance in force amounting to 


$191,560,326, gain $16,071,027. 
The Peoria Life reports that insurance 
in force at the end of the vear totaled 
$132,000,000, an increase of more than 
$20,000,000 over the preceding year. 
The Guaranty Life of 


shows nearly $39,000,000 insurance now 


| 
Davenport | 


to 
' 


and | 


spectacular | 
and | 


| 


| AETNA LIFE E OFFICIALS | 
SPEAK TO CHICAGO MEN 


/MANAGER WHATLEY HONORED 


Achievements of the General Agency 
During the Last Three Years Are 
Given Recognition 


President Morgan B. Brainard and 
Vice-President Kendrick A. Luther of the 
Aetna Life were guests of honor Thurs- 


day evening of last week when S. T. 
Whatley, Chicago manager, gave a din- 
ner at the close of three years of very 
successful administration of the life in- 
surance business of the company in the 
city. Last year the Chicago agency pro- 
duced between $23,000,000 and $24,000,- 
000. Mr. Luther predicted that in a 


short time Chicago Laan be running on 
the $40,000,000 rate. The increase in 








Ss. T. WHATLEY 
Chieage Manager Aectna Life 


paid-for business is 300 percent in three 


vears. Last year the premiums on the 
business amounted to $1,375,000. Mr. 
Luther invited Manager George Tramel 
of the casualty branch office and some 
of his associates including E. O. Wag 
oner, superintendent of agents, and 
president of the Cook County Casualty 


Field Club and R. E. Cline, superintend 


319,720 written in 1926. 

operates in 11 states, 
for its silver anniver 
1928 


in force with $10, 
The company now 
and is preparing 
sary celebration in 
‘he Continental Life of St. Louis re- 
ports that its written and examined 
business for 1926 totaled $41,837,732 


Jefferson Standard 


Although complete figures are 
available, officials believe that the Jef- 
ferson Standard Life of Greensboro, 
N. C.. has reached the goal of $300, 
000,000 insurance in force for which it 
had aimed in 1926 The officers state 
the company has just closed its 
most prosperous years The assets of 
the company are now listed at $37,000,- 
000. In North Carolina alone the 
for business amounted to $20,000,000 
The home office agency reported a paid 
for business of $8,433,585. 

The total paid-for new business of 
the Equitable Life of New York for 
1926 amounted to approximately $1,020,- 
000,000. New paid ordinary business 
accounted for approximately $820,000,- 
000, while new group totaled about 
$200,000,000. The total figure of $1,- 
020,000,000, which represents a gain of 
almost $187,000,000 over last vear’s fig- 


one ol 


paid 


ure, does not include any additions, re- 
| vivals or increases. 

The Northwestern National Life of 
Minneapolis had a splendid year in 


(CONTINUED ON PAGE 18) 





IN SU RAN CE EDIT ION 


TRIBUTE IS PAID TO 
GORDON H. CAMPBELL 


HAS A BIG PRODUCING FORCE 
Arkansas General Agency of the Aetna 


Life Possesses Record for Larg- 
est Per Capita Results 


Vice-President K. A. Luther of the 
Aetna Life in a talk at Chicago last 
week in celebration of the success of 
the S. T. Whatley general agency of 
the company there, paid notable tribute 
to Gordon H. Campbell of Little Rock, 
general agent of the company. Mr 


Campbell was present at the Whatley 
banquet. Last year the Campbell gen- 
eral agency paid for $15,000,000 new 
business in Arkansas and $1,500,000 in 
southern Missouri and northern Louisi 
ana. Mr. Luther said that the Campbell 
general agency had by far the largest 
production per capita by agents of any 
other agency of the company. He said 
that Mr. Campbell has so impressed his 
men with the importance of having a 
definite program each day, week, month 
and year, that they found it easy to 
arrange for increased production righ 
along. Mr. Luther said that in Mr. 
Campbell's territory was the largest in- 
dividual producer of the company who 
last year paid for $2,000,000. He has 
been a million dollar man for some time 
Mr. Luther argued for ag od concen- 
tration on good men in the business 
that every one would be a better pro 
ducer than he was the year before. 


so 


who is 
Under 


department, 
Surety 


ent of the surety 
president of the Chicago 


writers Association. 
Speakers at the Banquet 
The speakers were President Brain- 
ard, Vice-President Luther, Mr. Tramel, 


G. H. Campbell of Little Rock, general 
agent for the southwest; Albert E. Miel 
enz, Milwaukee general agent; Vice- 
President H. H. Rockwell of the North 
ern Trust Company, Vice-President 
Frank R. Elliott of the Harris Trust & 
Savings Bank, C. M. Cartwright of 
Tue NATIONAL 
Momson of the 

Mr. Whatley 


operation he had 


Aetna Life sales force. 
spoke of the strong cé 
ived since coming 
to Chicago from Mr. Tramel and his as 
sociates in the casualty branch Mr 
Tramel in his talk pointed out the op 
portunities for casualty men in solicit- 
ing life insurance. He stated that 
t were many premiums to be gath 
ered by the life men casualty busi 
ness in their rounds Mr. Luther in 
speaking later stated he was in favor of 
the life men adding the casualty lines to 
their business, especially as they belong 
organization 


rece 


also 
here 
on 


to a multiple line 


President Brainard’s Talk 


Mr. Whatley 
came to Chicago, 
eral agencies conducted by Fred B. Ma 
son, Percy D. Smith and J. A. Morris 
All three he said had given him great « 
operation. Mr. Brainard in his talk said 
that of the first duties that con 
fronted him in his administration was 
the consolidation of the Chicago lite 
business and necessity of putting in 
hinery to increase the Aetna Life's 
production in that city Mr. Whatley 
agency supervisor for the Reliance 
Life at Pittsburgh and was brought to 
Chicago by the Aetna Life to reorgan 
Chicago business and build it up 
He has made a notable achievement to 
which President Brainard paid particu- 
lar tribute President Brainard in his 
ilk stated that the Aetna Life people 
had had some difficult problems before 
them during the year especially with 
the Automobile Insurance Company. He 
said however that the directors and 
stockholders of the Aetna Life had 
stood by their guns in refinancing the 
Automobile. They look forward 
greater things in the future. 


that when he 
were three gen 


stated 
there 


one 
the 
mat 


was 


ize its 


UNDERWRITER and J. A, 


to 


|TWO LIFE PRESIDENTS 


EXCHANGE COMPLIMENTS 


| President Stevens of Illinois Life 


and President May of Peoria 
Life Speak 


PRAISE HOME COMPANIES 


Both Executives Tell Momentum To 
Be Gained By Strong Organization 
Near to Headquarters 
of Illinois 
complimented 
at the 
Signal 


[wo presidents life com- 


panies each other's or- 


of 


Illinois 


banquet 
the 
Saturday 


ganizations annual 
the 
Life in Chicago 
President R. W. 
Life 


ident 


Club of 
last 
Stevens 


Green 
evening. 
the Illin- 
presented Pres- 
May of the Peoria Life 
two 


ot 


ois presided and 
Emmet C. 
the 
Stevens in 
Life stated 
formidable competitors of the Illin- 
Lite in its home state. He told 
how President May had built up a splen- 
did producing plant and stated that the 
Peoria Life was a credit to the state, 
to its home city and to the fraternity. 


honor. 
the 


one of 


as one ofl guests ot 


P-esident referring to 


Peoria that it 
tne 


os 


was 


Praise for Illinois Life 


May in turn said that when 
Illinois Life was organized it was 


President 
the 


a most difhcult time to start a com- 
pany. One of the outstanding features 
of the Illinois Life, he said, had been 


its belief in the possibilities of its home 


State trom a production standpoint. 
rhe Illinois Life now has $100,000,000 
in force in Illinois. The state, he said, 
was enriched by that amount. It had 
been his aim, he said, to develop in 
Illinois the greatest agency force of his 
company. The Illinois laws, he ex- 
plained, are most excellent for insur- 
ance They have been patterned by 
other states He said that these laws 
are favorable to the assured, the bene- 
ficiary, the company and the agents. 
In speaking of the amount of insur- 
ance that the Illinois Life has in Illin- 
ois, he said that it is a big thing to 


have the opportunity of distributing this 


ainount of money throughout the state. 


Stand in Advance of Crowd 


May said that in order to 
what the Illinois Life had 
and agents have undergone 


President 
accomplish 
its officials 


much sacrifice, put forth indomitable 
energy, been industrious and shown real 
courage. He said that J. W. Stevens, 
chairman of the board and R. W. Stev- 
ens, the president, had the courage to 
stand out in advance of the crowd and 
attempted big things. But little is ac- 
complished, he asserted, behind the 


crowd. The men who are achieving go 
ahead of the people. He said that the 
liie insurance business must make its 
own market. Before the coming of the 
western companies the eastern com- 
panies held sway. He said that a big 
company does not necessarily render 
the best service He stated that the 
officiais of the western companies had 


assumed leadership in many directions. 


Home State Leadership 


President May in speaking of the 
work of a life insurance agent said 
that he does far more for others than 
he does for himself. He called atten- 
tion to the fact that last year the IIlin- 
ois Life agents in its home state pro- 
duced $16,000,000 new business. He 


commended any company that desires 
to assume leadership in its home state. 
He said it is very natural for a com- 
pany to want to stand well at home 
before it went abroad. It is more eco- 
(CONTINUED ON PAGE 32) 
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THE “LIFE INSURANCE DISTRIBUTIONS” 
| NUMBER OF THE NATIONAL UNDERWRITER 





be called the “Life Insurance Distributions” number of THe Na- 

TIONAL UNDERWRITER will be issued some time this month. It is 
believed that life insurance men should know more about this service, 
which will hereafter be an annual feature. 


bor “Life Payments Localized” number or as it will in the future 


Payments of Growing Importance 


More and more important in the future will the payments of life 
insurance companies to their policyholders and their beneficiaries be- 
come. With the exception of one or two of the very oldest companies, 
the principal business of life insurance has been to take in money; 
of late years they have commenced to pay it out in increasing sums. 
The great growth of life insurance has been since the Armstrong 
Investigation, 20 years ago, more probably, perhaps, during the past 
15 years. In the past 20 years the life insurance in force has increased 
from $13,700,000,000 to $80,000,000,000. Each year has shown a heavy 
increase n the amount of insurance in force. But the level or average 
of the returns to the public on the vast amount of insurance in force 
has not yet been reached. When the full tide of payments back to 
the public sets in, even the smallest communities will have numerous 
instances in their midst of the benefits of life insurance. 


Outstanding Examples Shown 


Here will be a widow going to the village post office each month 
to draw her monthly income check; there will be a son set up in 
business through his father’s life insurance money ; there will be many 
instances of families held together, of children being educated, of old 
people being cared for through the beneficient institution of life in- 
surance. When that time comes we shall not need a great war or 
a flu epidemic to awaken and educate the public as to the place which 
life insurance should have in the social structure. Its benefits will 
have commenced to be “plowed back in” the social system and it 
will be “accepted” as an important part of our social economics. 

Regardless of what one says, it is the concrete result or benefit 
from a purchase that makes new sales. People buy automobiles be- 
cause they see others running about in them; housewives buy vacuum 
cleaners, refrigeration systems and all the new inventions after they 
have seen them working in the houses of their friends. And so it 
goes in every branch of business and endeavor. 


On Faith or on Performance? 


The American public has mostly bought life insurance on faith; 
that is why it has been so difficult to sell. It is a comparatively new 
system. It has not been so commonly tied up with the economies of 
life as to be accepted as a matter of course. The question when a 
man dies is not “How much life insurance did he carry?” but “Did 
he have any life insurance?” The day is not so far off when only 
the first question will be asked. 

In the sale of life insurance, agents are relying more and more 
on performance instead of on faith in future performance. A large 
part of the business of the old companies is written on old policy- 
holders. The benefits of life insurance are being “plowed back” to 
such an extent that the public in general is feeling the “leavening 
of the lump.” 

It has been said that the war and the flu epidemic educated the 
public in large masses to the conviction that life insurance is a good 
thing, not so much because it performed any particular functions in 
connection with the heavy loss of life due to the catastrophies, but 
because people could not help but feel the need of life insurance in 
sO many cases and to wish that it might have been carried. This 
education was a rather negative method after all. How much more 
important and effective would have been the argument that everyone 
who died in the war or in the flu epidemic carried a substantial amount 
of life insurance! 

And that is the principle which the “Life Insurance Distributions” 
number of THe NATIONAL UNDERWRITER issued each year proposes to 
demonstrate. 


The “L. I. D.” Service 


Some years ago Franklin Webster, publisher of the “Insurance 
Press” of New York, conceived the idea of setting up a service, kept 
up from week to week, through special reports of the life insurance 
companies to his office, of the life insurance claims paid, the amounts 














of insurance carried by those who died in all the communities through- 
out the United States. Ordinarily the charge for a service of this 
kind would have been considerable. If this work were done by one 
of the insurance associations the companies would find that the assess- 
ment for it alone would be quite heavy. Mr. Webster at first pub- 
lished this weekly in the “Insurance Press,” but while the benefits 
to the business were found to be large, there was one objection, and 
that a serious one: it was found that investment sharks and swindlers 
of various kinds got after the beneficiaries of these payments and 
sometimes induced them to invest the proceeds of the policies in their 
fraudulent schemes, so the plan of publishing these payments weekly 
was discontinued, although the system of receiving the reports weekly 
was kept up. 

For some years past they have been published annually in a single 
large edition of the “Insurance Press,” in all cases as much as 6 
months after the claims were paid and from that period up to a year 


and a half. 
Has Enjoyed Great Popularity 


This obviated the difficulty to every reasonable objector so that 
this number of the “Insurance Press” has come to be the most widely 
circulated of any life insurance publication, usually running over 
50,000 copies per issue. Many companies buy it for every agent in 
their employ. It is a splendid service which Tue Nationat UNper- 
WRITER has taken over, and which it proposes to develop and improve. 

Then Mr. Webster conceived another idea in connection with 
this record of individuals throughout the United States whose poli- 
cies had become claims: he saw a great opportunity for favorable 
publicity of the life insurance business and he arranged to send this 
special issue with suitable press material to every newspaper office 
in the United States. The result has been that every paper has at 
least once a year made a special feature story of these reports, which 
are carefully summarized and put into readable form for them and 
the papers announce such items as the total life insurance payments 
of the country, the totals of their states, the totals of their com- 
munities ; they mention some of the largest and most striking instances 
of life insurance benefits and always refer, of course, to the leading 
citizens of their community who died and who had carried life insur- 
ance. So that a splendid avenue of free publicity to the life insurance 
business has been built up through this service, probably the best lot 
of publicity which the life insurance business receives each vear. 


Will Add to the Service 


Tue NATIONAL UNDERWRITER proposes to add other features of 
life insurance information through the system that has been built up, 
from time to time, and in time it hopes to become the vehicle for 
accomplishing that most desired of all life insurance needs, natural 
and free publicity for the life insurance business, to the end that the 
public may be properly benefited. 

Every now and then the Life Presidents Association, the National 
Association of Life Underwriters or some organization has proposed 
to it some plan by the advertising men or a committee of some sort 
the proposition to spend a million or two dollars a year in institu- 
tional advertising for life insurance. The reading matter clipping from 
the “Life Insurance Distributions” number furnished to the daily and 
weekly press for a single year makes a large package which weighs 
several pounds. Undoubtedly this publicity could not be purchased 
at advertising rates at less than a million dollars; and yet it appears 
in the reading matter columns and the papers are glad to get it 
because it presents unbiased information in a way which is interesting 
to their readers. The editors are now studying ways and means for 
producing other interesting material and sending it out to the papers 
through the system that has been built up. 


Now Has 50,000 Circulation 


Thus in every way the life insurance interests should be pre- 
pared to use and back this “Life Insurance Distributions” number. 
The 50,000 agents who are already carrying it will use it more and 
more because the claim payments are becoming larger and more gen- 
eral each year; the companies are finding it the best advertising me- 
dium that they can use, not alone because it has the largest distribu- 
tion but because it is given frequent use and the largest number of 
“circulation days.” By this latter is meant the well known adver- 
tising principle that the longer a publication carrying as adver- 
tisement is in use—the longer the period before the next publication 
which makes it obsolete—the more valuable the advertising. And 
aside from the insurance circulation there is a large distribution of 
the advertising among those great centers of influence, the newspapers. 

Of all the services which trade publishers may render the busi- 
nesses which they serve is placed this “Life Insurance Distribution” 
number among the very first as regards the life insurance field. And 
not the least important to the subscribers is the fact that hereafter 
they will receive this issue, which sells retail at 75 cents per copy, 
free with their annual subscriptions of THe Nationa UNDERWRITER. 
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Building 
A Successful 


Insurance Business 


UCCESS in any undertaking is based very largely 
upon two-fold confidence—confidence in oneself 
and the confidence of the public. 


In building its organization of field men the Missouri 
State Life has been careful to select men who believe 
in themselves—men who have “ego” without the “e”’. 
It almost invariably follows that such men easily win 
and hold public confidence. It is such men who achieve 
success in the insurance business. 


The remarkable growth of this Company, with the 
record of having practically doubled its business in the 
past five years is due, in large measure, to the splendid 


type of men who represent it. 


We can always use more men of the ‘go type. 


A great Company daily growing greater! 


Missouri State Life 
Insurance Company 


M. E. Singleton, President Home Office, St. Louis 
LIFE - ACCIDENT - HEALTH - GROUP 
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stl 
JAMES W. STEVENS, Founder 


The Ideal 
Agency Officer 


HE ideal agency officer is one whe knows his 

company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
in an active agency organization. 

He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent’s 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father’ of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 





From address of R. W. Stevens, President 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 
November, 1925 


Illinois Life Insurance Co. 


CHICAGO 
James W. Stevens, Founder 
Greatest Illinois Company 


1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 














| SOUTHLAND L LIFE HOLDS 
| ITS AGENCY CONVENTION 


DISCUSS PROBLEMS OF FIELD 


Leading Writers of Company Tell How 
They Secured Their Large Vol- 
umes Last Year 


| DALLAS, Jan. 12.—Some 300 agents 
|of the Southland Life, many of them 
|} accompanied by their wives, attended 
| the annual agency meeting here last 
week. The chief speakers among the 
|agents were “Tex” Bayless of Houston, 
Tom Gwaltney of Fort Worth and Sid- 
ney P. Miller of Dallas, three men who 
wrote more than $3,000,000 of accepted 
business last year. These men told the 
| agents the best way to get business is 
|}to get out and hustle for it about 12 
hours daily and then spend a few more 
hours each day planning how to get 
after the business the next day. 


| 


Tex Bayless the Leader 


| 
| Mr. Bayless personally wrote a total 
| of $1,425,800 during the year. Mr. Gwalt- 
| ney’s total was $1,340,200 while that of 
| Mr. Miller was $737,000. George H. 
| Wittiams of Wichita Falls wrote $638,- 
000 and Sam Hughston of Brownsville 
| came in with $408,000. The leaders in 
| percent of increase were C. C. Dyer of 
| Del Rio and L. B. Hardin of Bishop. 
Leaders in applications were Earl Price 
|of Honey Grove and Sam Hughston of 
| Brownsville. 
Among the other speakers at the 
meetings of the agents and at the ban- 
quet tendered by the company were 
Col. O. E. Thompson, head of the North 
Plains agency of the company at Amar- 
| ito; James Callan, former president of 
the Texas Cattle Raisers Association 
and one of Pi leading bankers and cat- 
| tle men of the state; Harry L. Seay, 
president of the company; Col. C. C. 
| Walsh of the Federal Reserve Bank 
and Clarence E. Linz, vice-president of 
the company. 

Passed &100,000,000 Mark 





The company has more than $100,000,- 
| 000 business on its books and last year 
had one of the best pe riods of its exist- 
ence, the officials re po rted to the agents. 

There were a number of theater par- 
ties and dances for the agents and their 
wives while they 1 were in the city. 


AGENCY DIRECTORS GATHERED 


President Darwin P. Kingsley Headed 
Large Home Office Group at New 
York Life Session 


The annual conference of agency di- 
rectors of the New York Life was held 
| at Ormond Beach, Fla., last week. Over 
150 agency directors and agency organ- 
izers of the company from all parts of 
the country were in attendance. The 
daytime sessions were devoted largely 
to routine business and conferences as 
to 1927 plans, with talks by both the 
agency managers and the home office 
officials. 

Darwin P. Kingsley, president of the 
company, was present for the conference 
and gave the outstanding address dur- 
ing the convention. Mr. Kingsley also 
starred in the golf tournament which 
was held by the men present, walking 
off with a very handsome prize and 
| turning in a 35. The convention head- 
quarters were at the Ormond hotel at 
Ormond Beach. In addition to Mr. 
Kingsley, the following members of the 
home office staff were present: T. A. 
Buckner, vice-president: Walker Buck- 
ner, vice-president; L. S .Lindsey, sec- 
ond vice-president; W. H. Pierson, third 
vice-president; Arthur Hunter, third 
vice-president; C. H. Langmuir, third 
vice-president; G. M. Lovelace, third 
vice-president; Dr. Ernest Lines, med- 
ical director: L. H. Cooke, general 
counsel; R. E. Dedell, field secretary 
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CONTENTMENT 


y i ‘O be happy and contented with his Company, its officers and his line of 
policies means much to the life insurance agent. 


Our men in the field are assured every Home Office co-operation pos- 
sible and this leads to their happiness. 


Below is an extract from a recent letter of one of our general agents: 














“You recently mailed us copy of your letter to 
a party who had written the Company request - 
ing information concerning our policies. 


“You will be pleased to know that two of our 
“A Company agents called on this prospect last evening and 
7 as a result of the call an application for $10,000 


willing to Pay : : : 
9g J insurance on his own life was secured. 


the Price Required 


to Give Service” ‘*Please send us some more good leads like this.”’ 


International Life Insurance Co. 


St. Louis, Missouri 


W.K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. Agents 




















BANKERS 
LIFE INSURANCE COMPANY 


OF NEBRASKA 


Assets $27,000,000 Insurance in Force over $111,000,000 





Issues up-to-date Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 


For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 
its business has been written by its own agents. 


Forty years of successful and conservative management have resulted in financial statements and in dividends to policy- 
holders unequaled in insurance history. 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to erect 
the superstructure. 


If you wish to invest your time and energy where it will make the largest returns in money, satisfaction, peace of mind 
and pride in the institution you represent, it will pay you to investigate. 


LET THE BANKERS LIFE BE YOUR BANKER 


Opportunities Are Open for Producers, General Agents and Supervisors in the Following States: 


PENNSYLVANIA SOUTH DAKOTA NEBRASKA OHIO 

UTAH KANSAS MICHIGAN WASHINGTON 
IDAHO ILLINOIS OREGON WEST VIRGINIA 
IOWA WYOMING DISTRICT OF COLUMBIA MISSOURI 
OKLAHOMA 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 
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R. E. IRISH IS CHOSEN 
DIRECTOR OF AGENCIES | 


GOES TO BANKERS RESERVE | 





Supervision of the National Life U. S. A. | 
Will Develop the Organization 
Of Omaha Company 





R. E. Irish of Chicago has been elected | 
director of agencies of the Bankers Re- | 
serve Life of Omaha. Mr. Irish is re- | 
signing as supervisor of agencies of the | 
National Life, U. S. A., a position he | 
has held for three years. He is re- | 
garded as one of the most capable and | 
resourceful of the younger agency ex- 
ecutives. 


| of 
| with $1,709,569 and Newark was third 
| with $1,134,000. The Chicago branch 


ence, enthusiasm and ability. 


Three Millionaire Agencies 


The Missouri State Life reports that 
in December three of its branch offices 


| passed the $1,000,000 mark in new busi- 


ness, Cleveland, St. Louis and Newark. 
The Cleveland branch led the entire 
agency force with a written production 
$1,819,020. St. Louis was second 


office reported $790,500, the Los An- 
geles office $667,500, Tulsa $625,500, 
Pittsburgh $617,500, Detroit $561,770 
and Nashville $513,000. 


Baldwin Goes to Home Office 


I. C. Baldwin, who has been agency 
instructor at the Carson agency of the 
Equitable Life in Milwaukee for several 


He served the Reliance Life | years, has been appointed to a position 


as supervisor for Minnesota, the Da-/| with the group department at the home 
kotas, Iowa and Nebraska for 11 years | office and has already gone there. 


having his headquarters in Minneapolis. | 
Mr. Irish has thus had a splendid field | 
experience. The Bankers Reserve Life | 
is one of the excellent western com- 
panies that now has about $105,000,000 | 
insurance in force. It is a company | 
with much momentum and is ably man- | 
aged, It desires to increase its scope | 


and add to its agency organization. Mr. | 


Announce Stock Dividend 

The Southeastern Life of Greenville, 
S. C., has increased its capital stock 
from $100,000 to $200,000 by transferring 
$100,000 from its surplus account to 
capital stock. This 100 percent stock 
dividend has been approved by stock- 
holders and directors. 





! 
| Irish was selected because of his experi- PASSED. $1,000,000 MARK. 


IN FIRST EIGHT MONTHS 





FINE RECORD FOR NEW AGENT 
Alvin J. Lehman Started With Union 
Central’s Cincinnati Agency in May 
of Last Year 





CINCINNATI, Jan. 12.—An_ out- 
standing record in personal production 
of life insurance in 1926 is that of Al- 
vin J. Lehman of the Cincinnati agency 
of the Union Central Life, who entered 
the business without previous experi- 
ence on May 10, and in slightly less 
than eight months paid for $1,031,914 of 
business. Mr. Lehman’s record is 
unique in the annals of the Union Cen- 
tral, no other field man ever having pro- 
duced such a large amount in his first 
year as an agent. 


Came From Manufacturing Field 


When Mr. Lehman started in, under 
the tutelage of General Agent Charles J. 
Stern, his only knowledge of life insur- 
ance was that gained from his own poli- 
cies. He had previously been engaged in 
the manufacture of extracts. He became 





overcharge. 





old-line companies. 


five years. 


Standing Alone! 


CACIA is the FIRST and ONLY life insurance 
company or organization to reduce its rates so 
that its policyholders get the full benefit of the 

great increase in longevity brought about by the won- 

derful strides made in medicine and hygiene during the 
past twenty- 


Here is the main difference between ACACIA and other 
This Association charges only the 
low initial rates of the stock company and gives its 
members all the benefits and privileges of a mutual 
company. The dividends paid by ACACIA are, there- 
fore, real earnings and not the return of part of an 


No wonder that 1926 was the most successful year in 
its history. Insurance placed over $45,000,000. 
ance gained over $30,000,000. 
$226,000,000. Assets over $19,000,000. 


ACACIA 


MUTUAL LIFE ASSOCIATION 


Wm. Montgomery, President 


Home Office, Washington, D. C. 


Insurance in force over 





Insur- 
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much interested in life insurance last 
April, and after a short period of train- 
ing and acquaintanceship, began active 
solicitation in May. In his first three 
weeks he submitted $96,000 and stamped 
himself as a “comer.” In June, July and 
August he kept up his untiring efforts, 
turning in from three to ten applications 
every week and averaging well over 
$100,000 per month of paid-for business. 
He qualified for, and attended the Union 
Central’s convention in Atlantic City 
in September and came back to Cincin- 
nati inspired to renewed efforts. By 


November Mr. Lehman had paid for 
$750,000. A last determined campaign 
for settlements in December brought 


him $276,000 of business for the month 
and his coveted $1,000,000 for the year 


Covered 129 Lives 


This remarkable production was not 
the result of a few large cases. On the 
contrary it was spread over a total of 
129 lives, the largest case of the year 
being for $75,000. A liberal estimate of 
his program would be ten calls to each 
successful interview, and at this rate he 
has rolled up a total of well over 1.200 
calls in eight months, a lot of “leg 
work” for any man. 

Mr. Lehman’s recipe for industry is 
like that of the old-time solicitor who, 
when asked how he sold so much mer- 
chandise, replied, “See the people, see 
the people, see the people.” “I do not 
spend a great deal of my time on my 
personal system,” Mr. Lehman says. “It 
has been my experience that often time 
is used in working over records which 
might better be employed in making 
calls. So I simply try to make as many 
calls as possible and spend twice as 
much of my time outside the office as 
inside. I don’t mean to decry all system. 
Without any a man loses much time and 
effecfiveness, but it can easily be over- 
done. During the hours when men will 
let themselves be interviewed I try to 
be everlastingly on the go, either dig- 
ging up new prospects or calling on the 
old ones.” 

_ Mr. Lehman is 41 years old, and mar- 

ried. He is enthusiastic about the life 
insurance business and intends to make 
1927 an even bigger year than 1926 in 
point of paid-for business. 


Equitable’s Chicago Record 


The Chicago agencies of the Equitable 
Life of New York broke all records in 
December by paying for $8,500,000, ex- 
clusive of group insurance. This ex- 
ceeded by $1,000,000 the highest previ- 
ous single month’s performance for this 
organization. 

With the record production in Decem- 
ber the Chicago office of the Equitable 
closed 1926 with a total of $76,388,561 
paid life business, a gain of $10,500,000 
or 15.7 percent over 1925. 


Wants No Agency Twisting 


COLUMBIA, S. C., Jan. 13.—Com- 
missioner John J. McMahan of South 
Carolina has informed all industrial life 
and disability companies doing business 
in the state that he intends to restore 
the ruling made by him several years 
ago that no industrial company shal! 
employ the former agent of another 
company in the same territory until six 
months after the termination of his con- 
tract with the first company. In his 
letter against the twisting of agents, he 
also states that no company shall put a 
new agent to work until he has actuallv 
been licensed. 


Closed Big Year 


_ TAMPA, Jan. 13.—Business amount- 
ing to more than $6,000,000 was reported 
by officials of the Victory National Life 
for 1926 at an annual session of field 
men held at Tampa last week. Speakers 
included President S. L. Lowry, Jr.; 
Duncan B. Curry, vice-president and 
agency director; Jerome A. Waterman, 
treasurer; F. D. Jackson, chairman of 
the executive committee, and others. A 
theater party at the new Tampa theater 
and a dinner party closed the activities 
of the day. 
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GREATER 


Approximate 
Results for 
1926 





Admitted 


Assets 
err $ 6,985,753 
a a a 8,313,834 
1924 .... 9,689,029 


1925 . 11,218,930 
1926 13,000,000 














IDEALS REALIZED 


Insurance New Paid 


In Force Business - Low net premiums om 
High interest earnings 
$ 52,236,560 $ 9,438,492 Very low mortality ratio 
- No contested or co omused death 
58,965,532 10,429,576 n Paria mised dé 
Extra dividends paid to policyhold- 
66,514,076 12,206,937 ers and more coming 


Forty thousand satisfied policyhold- 
ers and four hundred loyal agents 
whose confidence and respect the 
Company has won by square deal- 


74,476,527 13,479,855 


84,000,000 16,000,000 “Y 
Are you seeking an ideal Company 
9 ’ ’ ’ with which to bwld your for- 


Then write today. 


fune 

















**Its Performances 
Exceed 
Its Promises’’ 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 
COLUMBUS, OHIO 
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If you drain the com- 

munity pond by sending 

your premiums away, 

there won’t be much 
game left 


Make your connection 
with a company that 
keeps its premiums in |, 
ro territory—has you 
.bank them locally and 
makes its investmentsin 

the territory it serves. 


Write for our coopera- 
tive plan. 


wn~=~ ta Ve Farmers € Bankers- 
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[DIFFERENT 


KIND OF 


| 
| 


G PECIAL INNUMBER 


Life Insurance Distribution 


[Designed to be used the year round] 


Here’s a special number—different from any ever issued by 
the National Underwriter Company. This is not a special 
number that you will run through once and cast aside! This 
LIFE INSURANCE DISTRIBUTION number is a can- 
vassing document with which you can make pay big returns. 
SHOWS THE LIFE CLAIMS PAID 
LIFE INSURANCE DISTRIBUTION lists the amounts 
of life insurance paid during the year by the companies on 
claims of $10,000 or more. The listing is by states and com- 
munities. In a moment you can find the listing of your com- 
munity and learn the names of those on whom claims were 
paid and the amount of life insurance carried. The number 
is issued late in order to protect the beneficiaries from being 
solicited by stock schemers, etc. 
AN AID IN SOLICITATION 
This special number enables you to show your prospect just 
what life insurance is doing to protect families in his own 
community. Often the knowledge of what others have pro- 
vided for their loved ones will sway the prospect and enable 
you to close him. 
INTERESTING ARTICLES INCLUDED 
In addition to the important listing of claims paid, valuable 
articles on life insurance claims are also included. These will 
point out how each year with the aging of policies the 
amounts paid to beneficiaries by life insurance companies is 
materially increasing, how rich men are using life insurance 
to protect their estates, etc. 
Every agent needs this valuable number. Single copies are 75c, 
but if you are a regular subscriber to the National Underwriter 
you get this edition absolutely free. To the host of reasons why 
you should subscribe to the National Underwriter is now added 
LIFE INSURANCE DISTRIBUTION. Assure yourself of 
this year's copy by subscribing to the National Underwriter today. 
$3.00 a year by subscription 


The National Underwriter 


LIFE INSURANCE EDITION | 
1362 INSURANCE EXCHANGE, CHICAGO | 





420 EAST FOURTH STREET, CINCINNATI 
80 MAIDEN LANE, NEW YORK 
1326 HURT BUILDING, ATLANTA 
307 IOWA NATIONAL BANK BLDG., DES MOINES 
1015 TRANSPORTATION BLDG., DETROIT 





LIFE INSURANCE FRILLS 
CRITICIZED BY STEVENS 


GREEN SIGNAL CLUB SESSION 





Modern Tendencies in 
Underwriting 





A sharp criticism of the modern ten- 
dency in life insurance to develop un- 
derwriting “frills” was made by R. W. 
Stevens, president of the Illinois Life, 
in his address before the annual meet- 
ing of the Green Signal Club of the 
company in Chicago last week. This is 
the organization of the leading pro- 
ducers in the home state of the Illinois 
Life. Mr. Stevens was the concluding 
speaker on the all-day program and 
took as his subject “Are Life Under- 
writers Pulling the Soles Out of Their 
Own Boots?” 


Criticized “Frilis” 


The recent developments in life in- 
surance were summarized by Mr. Stev- 
ens, notably the development of the dis- 
ability clause, group imsurance, non- 
medical business and other features de- 
signed to stimulate the business. He 
stressed the criticism which has been 
voiced recently by other officials of such 
practices. It is his opinion that these 
underwriting changes have simply been 
for the development of quantity, regard- 
less of quality. They were viewed as 
dangerous tendencies and the opinion 
was expressed that time will see a re- 
turn to the old standards of sound un- 
derwriting without the offering of 
“frills” to pad the volume of business. 


Was Ex-Presidents’ Day 


The program for this meeting of the 
Green Signal Club was made up entirely 
of talks by ex-presidents. The pres- 
idents of the organization for its 18 
years of existence, all the leading pro- 
ducers of the company, reviewed their 
experiences during their connection with 


| NATIONAL FIDELITY LIFE 
HOLDS ANNUAL MEETING 


'LEADING AGENTS ASSEMBLE 
| 





| President of Illinois Life Comments on | Convention Is Staged in Biloxi with 


Abundant Outdoor Recreation and 
Trips Along Coast 





BILOXI, MISS., Jan. 12.—The an- 
nual meeting of the Front Rank, leading 
producers of the National Fidelity Life 
of Kansas City, Mo., was held at Bi- 
loxi from Jan. 10 to 14. The meeting was 
devoted principally to round table dis- 
cussions and informal talks; swapping 
experiences, reviewing the past year’s 
work and outlining a program for big- 
ger production throughout 1927. The 
outstanding feature of the program was 
a talk by Miss B. B. MacFarlane, 
agency supervisor for the Pan-American 
| Life, on “How to Build a General 
Agency.” Miss MacFarlane has had a 
rich and successful experience in this 
work. 


Fine Recreation Provided 


Golfing, boating, and sight-seeing bus 
rides along the beautiful gulf coast and 
over picturesque New Orleans furnished 
everyone with plenty of recreation. 
These three leading agents were chosen 
officers of the Front Rank: Emary H. 
| Gustine, Sioux City and Moville, Iowa, 
| president; Raymond Lilly, Fort Dodge, 
| la., first vice-president; Charles A. Wil- 
| son, of Lincoln, Neb., second vice-presi- 
dent. 

The home office was represented by 
Ralph H. Rice, president; J. W. Wear, 
medical director, and H. O. Cedarholm, 
assistant secretary and actuary. 














the Illinois Life and interspersed their 
| reminiscences with sales ideas. The 
new president of the club, Henry Ster- 
| chi of the Wabash Valley district was 
| installed to succeed Frank McCord. 








ILLINOIS COMPANY PRESIDENTS 
MAKE EXCHANGE OF COURTESIES 





R. W. STEVENS 
President Lllinois Life 


EMMET C. MAY 
President Peoria Life 


At the annual banquet given for the Green Signal Club of the Illinois Life, which 


is the home state agency organization of the company, President Emmet 
of the Peoria Life was one of the guests of honor. 


C. May 
President R. W. Stevens of 


the Illinois Life in introducing Mr. May at the Chicago banquet referred to the 
remarkable growth of the Peoria Life under its progressive president. He stated 
that the Peoria Life was organized at the same time the Green Signal Club came 
into existence. During 20 years therefore the Peoria Life has made remarkable 
strides. President May in turn spoke of the magnificent home state organiza- 


tion of the Illinois Life, its leadership 


in new business and business in force in 


its home state, and the prominent part that the Stevens family has taken in many 
of the big enterprises in Chicago. He stated that the salesmen of the Illinois 
Life were foemen worthy of the steel of any company. 
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WRITES HUGE POLICY ON WOMAN 


William R. Bass, with Union Central at Cincinnati, Closes $3,000,000 Contract 
on Daughter of Late Julius Fleischmann 








M&:=: Louise Fleischmann Yeiser is 
sured woman, so far as is known. It 
is certain that the life insurance for 
which she applied is greater than any 
other woman acquired at one time, being 


in excess of 
$3,000,000. Al- 
though insuring 


her life had been 
suggested in the 
past, she gave it 
no thought until 
after her father, 
Julius Fleisch- 
mann, the head 
of the nationally 
known yeast com- 
pany, dropped dead about two years ago 
while at the height of his career, and 
apparently in good health. He left very 
large fortune, estimated to have been in 
the neighborhood of $50,000,000. Of 
this sum, Mrs. Yeiser received a large 
part—half, it is understood. Such a sum 
was of course far beyond her needs. 


R. BASS 


w. 


Estate Costs Heavy 


Julius Fleischmann left $2,000,000 in 
life insurance. Yet it is understood that 
taxes, outstanding indebtedness and 
other costs of estate administration far 
exceeded this figure. To what extent 
these imposts embarrassed the estate 
and necessitated the sale of sound in- 
vestments is not known, but any expe- 
rienced life insurance man can readily 
make an estimate. On the basis of the 
rule of thumb figure of 20 percent for 
depreciation, which has been found 
a fairly accurate average, this loss 
would have run to $10,000,000. 

In the face of such a situation, Mrs. 
Yeiser saw very clearly the value of 
life insurance, and its necessity for the 
conservation of large estates. It is quite 
probable that it brought out the difficulty 
of keeping investment units intact in 
settling estates. 

Hence she applied for all the life in- 
surance she could get. Being young 
and physically sound were greatly in 


her favor. Her examination entitled her 
to especial consideration from many 
companies who have previously re- 


garded female risks rather skeptically. 
The entire business was placed through 
William R. Bass of the John L. Shuff 
agency of the Union Central. Of the 


today the world’s most heavily in- | 





| total insurance placed the Union Cen- 
tral took the largest block, $425,000. 


“Billy” Bass 


William R. Bass, or “Billy” as he is 
more popularly known, is one of the 
| most widely acquainted and best liked 
men in Cincinnati. Born in the early 
eighties, and raised in the rural metrop- 
olis of Mulberry, Clermont County, 
Ohio, where his father owned and op- 
erated a crossroads store, his early ef- 
forts are rather hazy except that he 
could play ball. He attended Ohio Wes- 
leyan where he took his degree in law, 
| pitched on the ball team and played foot 
ball. He later played on the team of 
the Avondale Athletic Club which was 
even more popular than the Cincinnati 
Reds. On this same team were Ernest 
Diehl who played with the Pittsburgh 
Pirates, when he had a _ vacation—he 
would never accept money for his work 
—Clyde P. Johnson, vice-president and 
general counsel of the Western & 
Southern, and many other local stars. 
Mr. Bass turned down many offers to 
play professionally. The manager of 


} 





tury ago was none other than his pres- 


this Avondale team of a quarter cen- | 


ent manager, John L. (“Jack”) Shuff. | 


Long Friendship 


One of the tads who went to every 
game was young “Hank” Yeiser. He 
was invariably to be found on the bench 
beside the pitcher. “Billy” Bass was his 
hero. This developed into a firm and 
enduring friendship. And it is to be 


believed that at that early date the little | 


Louise Fleischman came also to know 


the famous pitcher, for her home was | 


not far from the ball field where all the 
best people were to be found on Satur- 
day afternoons. At any rate “Billy” 
Bass has known the Yeisers long and 
closely. Perhaps it has been to a degree 
providential that this confidence of years 
had been built up for it can readily be 
imagined that a lesser intimate would 
have failed to protect this estate so thor- 
| oughly, even though the need was there. 
| “Billy” Bass still pitches ball in sea- 
son and enjoys himself thoroughly do- 
| ing it. 

of golf. 
| farm. Not much 
business 
| he has been in “Jack” Shuff’s office for 
| many years where he is relied upon to 
' produce around a half million each year. 





Another of his hobbies is his 
need be said of his 








MAKES BIG MORTGAGE LOANS 





Total of $227,123,139 Was Placed on 
City and Farm Property 
in 1926 





NEWARK, Jan. 12.—The Prudential 
made mortgage loans of $227,123,139 in 
1926. Of this sum, $155,522,533 was 
placed on 26,109 dwellings and 1,408 
apartments housing 44,138 families. 
Farm loans totalled $33,986,305.50 and 
mortgages on city property other than 
that for residence purposes were taken 
to the amount of $37,614,300.00. In 1925 
loans were made on 18,411 dwellings 
and 950 apartments housing 30,688 fami- 
hes, for a total investment of $105,396,- 
664.90. Thus the increase is $50,125,- 
869.50, the record showing that the loans 
covered 7,698 more dwellings, 458 more 
apartments and accommodate 13,450 
more families than similar investments 
cared for in the previous year. 

In December, 1926, alone, the Pruden- 
tial’s mortgage loans in the United States 
and Canada reached $19,438,863. These 
included $2,510,350 on farms, $1,404,- 
900 on city property other than resi- 
dences and $15,523,613 on 2,542 dwell- 
ings and 129 apartments accommodating 
4,279 families. 


CONVENTION PLANS CHANGED 





He also plays an excellent game | 


accomplishments except that | 


Missouri State Life Clubs Will Meet in | 


Montreal Instead of Mexico 
City 





The Missouri State Life has 


an- | 


nounced a change in its plan for the | 


annual club meeting which had origin- 


ally been announced for Mexico City. | 


The company sent out a notice this week 
that due to the disturbed conditions in 
Mexico it has been deemed unwise for 


the company to continue its plans for | 


holding the $250,000 Club convention in 
Mexico City this year as planned. There- 
fore, arrangements have been made to 
hold the convention in Montreal, Can., 
Aug. 1-3. The $100,000 Club Conven- 
tion will be held in St. Louis May 23- 
24. It is announced that in addition to 
those who qualified in 1926 for club 


membership, anyone qualifving for the | 
$250,000 Club prior to July 1 and the 


$100,000 Club prior to May 1, will be in- 
vited to the conventions of the respec- 
tive organizations. 


The office of Henry G. Wischmeyer, 
general agent of the John Hancock Mu- 


tual Life in Cleveland, has moved to 
larger quarters at 1812-20 Keith build- 
ing. 


| 


| 
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YOU 


when aided by American Central 


1. 


RENEWALS 


death or retirement from the life 
insurance business, and may easily 
be earned under American Central 
Appointments—every one of which 
is direct with the Home Office. 


CAN'T HELP PRODUCING 


sales-making methods such as 


A Prospect Survey that is brief, 
easy, and absolutely eliminates 
“suspects”—the lost motion of 
selling. 


An aggressive, highly successful 
Direct Mail Service that literally 
makes the sale. 


A Personal Proposal for each 
client—lending individuality and 
riveting attention to the canvass. 
24-Hour issuance of policies— 
the outcome of efficient han- 
dling of business in the Home 


Office. 


A first premium note-financing 
plan for those who demonstrate 
their eligibility to credit. 
Experienced Home Office co- 
operation in keeping business in 
force, making the policyholder 
a friend and a prospect for more 
insurance. 


are not terminated by disability, 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 


HERBERT M. WOOLLEN, President 
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Theres a Place for You— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 
Agencies. 





CALIFORNIA 
STATE LIFE 


J. Roy Kruse, President 
SACRAMENTO 





YOUR OPPORTUNITY 


DISTRICT MANAGERS—GENERAL AGENTS 
Splendid Inducements 


We've had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 


Home Office Co-operation—Up-to-date Policies. 


Operating in Iowa — Minnesota— So. Dakota — 
Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 


A Clean Record—Ability—and a willingness to work 
hard are the most essential Qualifications. 


Address U-6, c/o 
THE NATIONAL UNDERWRITER. 





SELLING INSURANCE IN 
| TERMS OF THE INCOME 


|AGENTS NEED TO SPEED UP 





| 
| Vice-President Luther of the Aetna Life 
Declares There Should Be 
More Big Producers 





| Vice-President Kendrick A. Luther of 
ithe Aetna Life in a talk befcre the 
| agents of Chicago, who gathered to 
| celebrate the achievement of the S. T. 
Whatley general agency stated that life 
| insurance salesmen are not selling thou- 
sands of insurance these days but are 
| selling insurance in terms of monthly 
|income. Mr. Luther said that a man is 
|interested in buying protection for his 
j}needs. “How much income will the 
|}money I am spending produce in the 
| way of monthly life insurance benefits?” 
lis being asked. Mr. Luther said that 
| this modern way of selling life insur- 
ance is making the big appeal. 
Wants Satisfactory Mortality 


In speaking of medical selection Mr. 
Luther said that a company must have 
a satisfactory mortality. The demands 
| today are for lower net cost. The selec- 
; tion of risks therefore must be c areful. 
The Aetna Life he said wants business. 
| It however does not want bad business. 

| The business policy of the day for many 
| big concerns is low overhead, small 
| profits and a large number of transac- 
tions. This policy is being gradually 
adopted by lite insurance. If mistakes 
| have been made in the past on selec 
|tion, they must not be continued and 
| pyramided. He said that skill and knowl 
|edge must be used in the selection of 
| business. It must be done consistently 
| with sound judgment. He said that an 
| inspection report often makes a risk to- 
| tally different in aspect from that seen 
| by the agent. 

Situation Has Changed 


Mr. Luther called attention to the 
great change in per capita production 
today as compared with that a few years 
ago. At that time he said the man who 
sold $100,000 life insurance a year was 
regarded as quite a producer. Today he 
would be called just merely a producer. 
He would not attract any attention. Suc- 
cessful agents are producing from $500,- 
000 a year up. 

He stated that every life insurance 
man should aim to increase his produc- 
tion by mapping out a well planned 
campaign, day by day, week by week, 
month by month, year by year. He 
should start in January, said Mr. Luther. 
He must be very industrious, work con- 
sistently and use sound judgment in his 
canvass. Mr. Luther said that there are 
many men who could produce $1,000,000 
a year, who are not doing it. They 
should draw on their reserve force and 
by speeding up could reach the $1,000,- 
000 mark with ease. Mr. Luther said 
that the companies enter 1927 with de- 
termination, feeling that it will be a 
fairly good year. He said the main thing 
is to keep one’s eyes straight ahead, put 
his shoulder against the load and push. 


Springfield Life’s Agency Meeting 


Springfield Life agents held a three- 
day conference at Springfield, IIl., last 
week with 50 field managers and agents 
present. A. L. Hereford, president, and 
C. Hubert Anderson, superintendent of 
agencies, were in charge of the confer- 
ence discussion. A banquet and dance 
was the social event of the gathering. 





Indiana Companies Meet 


| A meeting of the Indiana Association 
of Legal Reserve Life Insurance Com- 
panies was held last week at the home 
office of the Indianapolis Life. Eight 
other companies were _ represented. 
Commissioner Clarence C. Wysong and 
Walter H. Huehl and Zell Swain of the 
insurance department were guests at the 
luncheon. 
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RUSSELL KING GOES 
TO THE HOME OFFICE 


FIELD SERVICE SUPERVISOR 





General Agent of Manhattan Life at 
Chicago Has Been Promoted 
by His Company 





NEW YORK, Jan. 12.—The Manhat- 
tan Life announces that Russell S. King, 
general agent at Chicago, has been 
transferred to the home office as super- 
intendent of field service in charge oi 
training and developing the Manhattan's 
agency force. To his new work Mr 
King brings a wide experience acquired 
through previous work of a similar na- 
ture with a southern company and 
through four years’ association with Dr. 
Griffin M. Lovelace and Dr. Charles J. 
Rockwell as assistant in their training 
courses in various cities of the country. 
Mr. King has also had four years of 
experience in the field as a personal pro- 





RUSSELL 8S. KING 


ducer and has come to have a first-hand 
knowledge of the fieldman’s problems 
with the result that his teaching methods 
have been marked by their practical 
adaptability to the daily work of the 
average producer. A close student of 
case analysis and programming, he is in 
constant demand as a speaker at com- 
pany conventions and _ underwriters’ 
meetings, having been on the program 
of the last two conventions of the Na- 
tional Life Underwriters Association at 
Kansas City and Atlantic City. 

He was formerly assistant general 
agent of the State Mutual Life in Chi- 
cago under the late E. H. Carmack, 
general agent. 


Say Conn May Be Chosen 


It is rumored that Governor A. V. 
Donahey of Ohio is considering Harry 
L. Conn, now superintendent of insur- 
ance in Ohio, for appointment to the 
Public Utilities Commission of the 
state. The governor has three appoint- 
ments to make to this commission and 
Judge Conn is said to be slated for one 
of them. 

Judge Conn has gone to Florida for a 
few weeks, having left Monday morning 
by motor. Judge Conn feels that having 
spent sufficient time in the service of the 
state, he should be permitted to return 
to the practice of his life-long profes- 
sion—the law. 


State Managers to Meet 


The Peoples Life of Chicago will hold 
a conference of its state managers at the 
home office in Chicago, Jan. 24. Plans 
for 1927 will be drawn up at this confer- 
ence and particular attention will be 
given to lapsation and _ conservation 
work 
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KANSAS CITY LIFE HAS 
A SERIES OF MEETINGS 


HOLD REGIONAL CONVENTIONS 


First of the District Gatherings Was 
Conducted in Kansas City 
Last Week 


KANSAS CITY, Mo., Jan. 12.—Fol- 
lowing the plan adopted last year by the 
Kansas City Life to hold group meet- 
ings throughout the territory, rather 
than one large meeting of agents at 
the home office, a schedule of group 
meetings has been arranged. The first 
meeting was held in Kansas City Jan. 
6 and 7. More than 160 agents attended 
the meeting here, coming trom Missouri, 
Kansas and lowa. Walter Cluff, super- 
visor of the department of instruction, 
conducted the educational meeting, ex- 
plaining the aim of the educational pro- 
gram, and going thoroughly into the 
various principles of practical salesman- 
ship, principles of insurance and policy 
contract forms. 


Discuss Various Subjects 


Lee Fitzgerald, as the resident state 
manager, presided at the two-day meet- 
ing. F. Barr, vice-president and su- 
perintendent of agencies, made the first 
tormal address, taking as his subject 
“Epitome of Progress, Agency and 
Company.” At a later session Mr. 
gave various practical expositions of the 
features of Kansas City Life service, es- 
pecially relating to town and city bus- 
iness. Each of the state managers pres- 
ent spoke briefly on “Educational Ideals 
of My Agency.” Addresses made by 
Walter Cluff were “Answering Objec- 
tions with Kansas City Life Service,” 
“The Program Idea” or the “Drama of 
Life Insurance,” 
session he discussed the principles of 
salesmanship, especially the approach. 


Other Meetings Scheduled 


The schedule of group meetings be- 
sides that in Kansas City is as follows: 
Texas at Dallas, Jan. 10-11; 
at Oklahoma City, Jan. 13-14; Louis- 
iana, Arkansas, Tennessee, Mississippi 
at Memphis, Jan. 17-18; Alabama, 
ida, Georgia, South Carolina, at Atlanta, 
Jan. 24-25; North Carolina, Virginia, 
West Virginia at Richmond, Jan. 27- 
28; Ohio, Pennsylvania, Maryland, 
Washington, D. C., at Baltimore, Feb. 
4-5; Indiana, Kentucky, Michigan, at 
Indianapolis, Feb. 7-8; Illinois, 
Missouri at St. Louis, Feb. 11-12; 
Mexico, at Albuquerque, Feb. 
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LIFE 


DETROIT COMPANY TO 


CELEBRATE BIRTHDAY 


PLAN BIG SALES CONGRESS 


Detroit Life Has Elaborate Program for 
Session of Wayne County 
Agents Jan. 18 


Life has announced an 
elaborate sales congress for its Wayne 
county agents for Tuesday, Jan. 18, an 
all-day session at the home office build- 
ing to be followed by the annual birth- 
day party of the company at the Hotel 
Statler. President M. E. O’Brien will 
preside at the morning session and the 
one speaker for this session will be Wil- 
lard E. King, secretary and agency man- 
ager of the Agricultural Life. Mr. King 
has a national reputation as an orator 
and a student of the business 


lhe Detroit 


Notable Speakers Listed 


At the afternoon session there will be 


two addresses, the first by John A. 
Reynolds, assistant vice-president of the 
Union Trust Company of Detroit and 


one of the most prominent life insurance 
trust experts in the country. Mr. Reyn- 
a decided hit in his talk be- 


iore the annual meeting of the Lite 
Agency Officers in Chicago last year. 
The other speaker will be H. E. Van de 
Walker, state manager for the Peoria 
Life. Mr. Van de Walker is mayor of 


Ypsilanti and president of the Michigan 


National Bank of that city. He is a 
prominent life underwriter and a large 
producer, his making an agency having 


a record production of $7,000,000 in 1926. 

In the evening the annual birthday 
dinner of the company will be held and 
the guest of honor will be M. O. Row- 
land of Detroit, insurance commissioner 
in 1911 


when the Detroit Life was 
granted its certificate of authority and 
now secretary of the American Life of 


Mr. 


vice-president of the 


Rowland was for a short 
Detroit Life. 


Detroit. 
time 


Angeles, 
Oregon at 


Arizona, California at Los 
Feb. 21-22; Washington, 
Portland, March 28-29; Utah, Nevada, 
South Idaho, Montana at Salt Lake 
City, April 1-2; Colorado, Wyoming at 
Denver, April 7-8; Nebraska at Lincoln, 
April 11-12; North Dakota, South Da 
kota, Minnesota at Mitchell, April 15- 
16; Wisconsin at Milwaukee, April 21- 
22. The same program will be followed 
at all meetings, with Mr. Cluff and Mr. 
Barr as the home office officials attend- 








in “participating” 
decreased or passed. 


policies issued by the 








Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
insurance if “‘dividends”’ 


Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interest earnings? 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 


FEDERAL UNION LIFE 


Home Office—Cincinnati, Ohio 
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SIX MILLIONS ON 
POLICY HOLDERS 


OCTOBER—‘‘POLICY 
HOLDERS’ Month’ estab- 
lished a new record. 


OUR TOTAL OF NEW 
EXAMINED business for the 
month was $21,081,774 of 
which $6,452,939 or more than 
30 per cent was on the lives of 
policy holders. 


COMPANY PLANS FOR 
POLICY Holder co-operation 
made this possible. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, 
Established 1879 























President 


Des Moines, lowa 




















HOME OFFICE . DALLAS, TEXAS 


HARRY L. SEAY, President 
Over $111,000,000 Insurance in Force 


its home state—TEXAS 
Tennessee, Minnesota and Indiana 
arted Home Office co-operation 


Some very desirable territory still ope: 
Exceptional opportunity for the right man ir 
e¢ Southland’s agents receive whole: 


For Information Address 


CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 
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You may believe there is nothing 
new under the sun, but after con- 
sidering our General Agency 
proposition you may not be so 
sure about it. 


HE Gem City Life was or- 

ganized in 1911. For over 

16 years the company has 
had a steady and satisfactory 
growth. Old enough to have se- 
cured valuable underwriting ex- 
perience— big enough to have 
financial stability—young enough 
to have high ideals and great am- 
bition, and small enough to be 
able to maintain a personal con- 
tact with its agents. The Gem 
City Life is an ideal organization 
in which you will find all the 
good things you have been seeking 
in a company. 











General Agency Openings in 
West Virginia, Georgia, Ala- 
bama, Louisiana, S. E. Ohio 


The GEM CITY LIFE 


INSURANCE COMPANY 


Dayton - - Ohio 
I. A. MORRISETT, Vice-President 














New Increased Dividend Scale 
Effective January 1, 1927 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
BOSTON, MASS. 


This Company is now in the very Forefront on Low Net Cost 
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We have cent te ANT MiG. Oaacd DW. teed We 
Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. ; 
Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 




















OHIO NATIONAL LIFE 
MANAGERS CONFERENCE 





REVIEW OF THE YEAR’S WORK 





Home Office Men Tell About the Re- 
sults and Give Some Suggestions 
for 1927 


— 


CINCINNATI, O., Jan. 13.—The 
Ohio National Life held its annual man- 
agers’ conference here this week. Con- 
servation of business was the general 
theme. Agency organization was also 
given intensive consideration. 

President Troy W. Appleby opened 
the conference with a welcome to the 
50 managers and home office executives. 
In commenting on the year’s business 
Mr. Appleby said that the mortality had 
been exceptionally heavy due to acci- 
dental deaths. 

Gain in Insurance 





The year’s business resulted in a net | 
gain of $5,000,000 in insurance in force, 
not quite so large as in 1925, but that 
was to be expected as that year had been 
devoted to a continuous drive to attain 
the $60,000,000 mark. 1926 had been 
devoted to consolidating the gains of the 
preceding year and to building the 
agency plant more firmly. The outlook 
for 1927 is very bright and gives every 
promise of being the Ohio National’s 
greatest year. Its goal has been set 
at $70,000,000 in force by 1928. 


Officials Give Talks 


Secretary S. J. Blashill gave a de- | 
tailed account of the year’s business, 
analyzing it in such a way as to bring | 
out the strength and weakness of each 
agency. Medical Director H. H. Shook 
explained the obligations of the agents 
to his department, particularly with re- 
gard to the selection of preferred risks. 
Actuary John Evans went over the new 
rate book and gave practical hints as to | 
its uses. 

E. E. Kirkpatrick, superintendent of 
agencies covered the topic “Employment 
and Education of Agents.” Believing 
that the primary qualities in new agents 
are honesty a mind free of worry and | 
native industry, he urged the managers 
to come as nearly to these qualifications 
as possible. He said: “The time has | 
not yet arrived when we can secure 
100 percent insurance agents. We must 
adopt an ideal, and must measure the 
stature of prospective agents by that 
standard. Those who measure well we 
can hope to develop.” 


Getting in Touch With Men 





There are definite ways of getting in 
touch with prospective agents. Care- 
fully supervised advertising to selected 
groups, circular letters, men suggested 
by other agents, salesmen suggested’ by 
policyholders and men _ interested 
through personal contact with the gen- 
eral agents lead as the means for de-] 
veloping the personnel of an agency. 


Peoria Life Managers Meet 


State and district managers of the 
Peoria Life from the territory between 
Ohio and the Pacific held their annual 
sales convention this week at the home 
office with Emmet C. May, president, in 
charge. Walter E. May, vice-president, 
is assisting in the general program. 
Agency development and training of 
men have been selected for theme of 
the conference. Fifty men have been 
selected from the field to attend the 
session. 


Chicago National’s Goals 

The Chicago National Life reports a 
notable December. It broke all pre- 
vious records for one month in the pro- 
duction of new business. It was “Whit- 
mer Month” in honor of A. L. Whitmer, 
chairman of the board. The quota was 
$3,000,000 and the actual amount of new 
business written was $3,180,500. Sec- 


| insurance presidents as 





ondly, the company had set as one of 


HUGE GOAL IS SET FOR 
B. M. A. FIELD FORCES 





ANNOUNCED AT CONVENTION 
President Grant Establishes New Quo- 
tas—Gov. Hyde Was Banquet 
Guest and Speaker 





KANSAS CITY, Mo., Jan. 12.—The 
annual convention of the Business Men’s 
Assurance of this city, under the direc- 
tion of the 1,000 Club, held here last 
week, was the largest and most suc- 
cessful meeting from every standpoint 
ever held by the organization. More 
than 400 members of the field force at- 
tended the three day meeting, which 
was addrssed by outstanding producers 
from outside the ranks of the Business 
Men’s, by eminent executives in various 
lines of large business and by the mem- 
bers of the home office force, and pro- 
ducers within the company. 


Gov. Hyde on Program 

The concluding event of the conven- 
tion was the annual banquet, held this 
year at the Kansas City Athletic Club, 
with more than 600 of the agents, their 
wives, and the home office organization 
in attendance. Ex-Governor Arthur M. 
Hyde, president of the Sentinel Life, 
was the principal speaker. President 
Tom Grant presided as toastmaster at 
the dinner, which was the big social 
and entertainment feature of the con- 
vention. There were four visiting life 
guests at the 
dinner, Governor Hyde of the Sentinel, 


President Ralph Rice of the National 
Fidelity Life of Kansas City; R. C. 
Moore, president of the Liberty Life 
of Topeka, Kan.; and H. O. Maddox, 


president of the Peerless Life of Kan- 
sas City. 

President Grant, at the Thursday af- 
ternoon session, reviewed the high points 
of the 1927 convention, stressing the 
particular features of each address, 
which he wished the agents to take 
home with them. As a climax to his 
address, the president announced the 
goal set for 1927, which is $28,000,000 
in new business, an increase over the 
year just closed of $6,000,000. Mr. Grant 
pointed out that the actual production 
of the Business Men’s Assurance in 
1926, counting both the life and acci- 
dent and health business, was 190,000 
points or an equivalent of $45,000,000 
of life insurance. The goal for 1927 
is 220,000 points, or an equivalent in 
life insurance terms of between $55,- 
000,000 and $60,000,000. 


PENSION LAW IS SUSPENDED 
Argentine Republic Abandons Old Age 
and Sickness Plan, Following 
Public Pressure 





The Argentine Republic pension law 
providing for the creation of an insur- 
ance fund against old age and sickness 
for certain workers has been suspended. 
There has been much adverse discussion 
on this law. Public sentiment became 
so strong that the national chamber of 
deputies adopted the senate bill favoring 
its suspension. Large sums of money 
were collected but the administration of 
the law has never been effective. The 
funds were to have been administered by 
the government and supported by joint 
contributions from the employers and 
workers. The adopted measure declares 
the law suspended until Congress modi- 
fies it or passes another law in its stead. 








its goals for 1926 “at least $1,000,000 in 
assets.” The assets Dec. 31, last, were 
$1,016,621. In the third place the offi- 
cers were hoping.that it would close the 
year with at least $40,000,000 insurance 
in force. The actual amount was $40,- 
042,174. The achievement is largely due 
to A. L. Whitmer, its founder and prin- 
cipal officer, and A. E. Johnson, super- 
intendent of agents. 
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INSURANCE CODE F OR 


DISTRICT OF COLUMBIA 


BILL NOW BEFORE CONGRESS 





Measure Was Introduced by Represen- 
tative Reid at the Behest of the 
Insurance Department 





WASHINGTON, 
bill to provide a 
code for the District of 


D. C., Jan. 12.—A 
complete insurance 


tives by Congressman Frank R. 
of Illinois at the request of Superin- 
tendent of Insurance Thomas M. Bald- 
win. Legislation of this nature has been 
before Congress in one shape or another 
for nearly 20 years. In the main, the 
only differences between the measure 
introduced by Representative Reid and 
the bill agreed upon several years 
are in those sections relating to 
companies and fire rates; injunction, 
ceivership and liquidation proceedings of 
nsolvent companies; and the regulation 
of real estate title insurance companies. 


fire 


Main Purpose of Bill 


“The main purpose of the bill,” 
Reid said today, 


Columbia was | 
introduced in the House of Representa- | 
Reid | 


ago | 


re- | 


Mr. | 
“is to give to the Dis- | 


trict of Columbia insurance department | 


authority better to protect the interests 
of the insuring public. The present law 
ties the hands of the superintendent and 
practically gives him no authority in the 
licensing of companies or their repre- 
sentatives. The measure will give the 
District of Columbia the most up-to-date 
insurance law in the United States.” 


Scope of the Rill 
The bill, 


which has been approved by 
District commissioners, covers the 
organization, admission and 


in the District of insurance 


the 
licensing, 
operation 


| +l pee 


companies and their employes and rep- | 


resentatives. It covers also the admis- 
sion and operation of foreign companies 


and organizations. Specific provisions 
covering fidelity and surety companies 
are included. Rebates, twisting and 


other practices are prohibited and penal- 
ized. The measure provides for the first 
time legislation covering the organiza- 
tion and regulation of domestic stock 
companiese, ae to the reserve, reinsur- 
ance, limitation of risk and real estate 
holdings. 


Jurisdiction Over Rates 


The insurance department would be 
given authority over rates and rating 
bureaus similar to that exercised by the 
departments of the states. Periodical ex- 
aminations would be required, but such 
other examinations as were deemed 
necessary could be made. The reports 
of examinations, when filed, would be 
public documents. The superintendent 
would be given the power to petition the 
courts for the appointment of receivers 
in the case of insolvent companies. 


Dryden on World Cruise 


Forrest Dryden, former president of 
the Prudential, and Mrs. Dryden are 
among the most prominent of the 400 
passengers who sailed on the Cunarder 
“Franconia” for a world cruise of 36,000 
miles largely in the southern hemis- 
phere, a route never before sailed by a 
pleasure cruiser. The itinerary lodiaties 


Panama, Hawaii, New Zealand, Aus- 
tralia, Ceylon, South Africa, Uruguay, 
Argentina and Brazil. The liner is 


carrying 11 tons of ice cream to temper 
the heat of the tropical seas. 


Reinsurance Is Approved 


The Minnesota department of com- 
merce, which includes the insurance de- 
partment, has approved the proposal of 
the Roosevelt Life of St. Paul to _rein- 
sure its $3,000,000 business in the North- 
ern States Life of Indiana. The rein- 
surance contract had already been ap- 
Proved by the stockholders of both com- 
panies, 
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IMPORTANT MATTERS 
DISCUSSED BY WRITERS 


BUREAU’S MAGAZINE IS OUT 





Contributors to Current Issue of “Man- 
agers’ Magazine” Consider Many 
Vital Problems 


The list of contributors to the current 
issue of the “Manager’s Magazine,” pub- 
lished quarterly by the Life Insurance 
Sales Research Bureau, a veritable 
roster of “Who's Who” in life insurance. 

Edward A. Woods, considered by 
many to be the dean of life underwriters, 
has written a thought provoking sum- 
mary of his views on “Retiring Agents” 
based on a range of experience probably 
without parallel in the field of agency 
management. He says, “Not only can 
life insurance companies ill afford to 
carry the burden of unnecessary failures, 
but still more important, it is no kind- 
ness to anyone to induce or even permit 
him to enter a business when it 
known in advance that he will probably 


1s 


1s 


Many Problems Considered 


In “The Large 
Company,” the 


Agency—A Miniature 
Bureau introduces an 
oe in the form of an interview 
with F. G. Pierce, general agent at Phila- 
delphia for the Connecticut General and 
secretary of the National Association of 
Life Underwriters. Mr. Pierce’s suc- 
cessful experience in agency manage- 
ment is told by him in an interview with 
Bureau representatives. This is the first 
time that the Sales Research Bureau has 


made use of the so-called “interview 
method” in securing articles for the 
“Manager's Magazine.” In accordance 


with its plan of interviewing managers 
under different conditions, 
general agent for Con- 
is inter- 

Urban 


W. Griswold, 
ne — ut of the Mutual Benefit, 
viewed on “Managing an 
Agency.’ 

E. J. Esperance, who produces about 
$2,000,000 in personal business in addi- 
tion to managing the Montreal agency 
of the Imperial Life, writes on “Stimu- 


| lating the New Man.” 


Lewis B. Hendershot, educational di- 
rector of the Connecticut General, who 
is known to many as a result of his 
work as a member of the staff of the 
Rockwell School, writes about the sig- 
nificance of the manager’s manual which 
is published by the Sales Research 
Bureau. 

Paul C. Sanborn, co-general agent at 
Boston for the State Mutual, discusses 
“Interesting Agency Meetings.” Wil- 
liam B. Stark, of the Continental Ameri- 
can presents many tangible and definite 
ideas on “Visualizing a Life Insurance 
Career,” as an important part of selling 
the job to the new man. 

About 3,000 copies of each issue of 
this magazine are sent to member com- 
panies and their representatives. 


Knight Agency Leader 
The Charles B. Knight agency in 
New York City led the entire field force 
of the Union Central Life in 1926 with 


a paid for production of Bg» 20,776. 
The home office agency John L. 
Shuff in Cincinnati was sone with 


$10,931,000 and the Chicago agency un- 
der Manager Edward A. Ferguson, 
third, with $9,219,000. 


Bankers Life Showed Gain 

The Bankers Life of Des Moines re- 
ports a new examined business in 1926 
of $168,131,842, compared with the 1925 
business of $167,517,610. The R. H. 
Martin agency of Ottumwa, Ia., led the 
Iowa agencies for 1926 with a total pro- 
duction of $4,945,350. The T. P. Rog- 
ers agency at Cedar Rapids was second 
with a total of $4,908,530. 


Union Central Life Meeting 


The managers of the Union Central 
Life will hold their annual conference at 
Cincinnati Jan. 14-15. 

















CONWAY BUILDING 


111 West Washington Street 
CHICAGO 














WE ARE PLEASED TO OFFER 


Insurance companies, branch offices and general 
agents attractive office space in this building. 


Also one entire floor containing 21,000 square feet 
is available. 


Location, equipment and service unsurpassed. 


Wii S. Pre, Manager 
Room 1243 Phone: Franklin 4850 














If You Have Knocked the “T” Out of “Can't” 


WE CAN {L. 


2. 
GIVE 3. 


You a liberal first year commission. 
An unexcelled renewal commission. 
Your beneficiary a renewal pension. 


™ LA FAYETTE LI. 


LA FAYETTE, INDIANA 











CONDITION—DECEMBER 31, 1925 


PC ee eecced $ eee s 
Capital and Surpius...........ccccccascosseeses OSA 7UD.B1 
nsurance in Force........++++ soceecoonnecooeces @,037 822.00 
Ambitious Men of Sales Experience Will Be Interested in the Liberal Agents Com- 
a ty Are 


Good Openings for the Right Type of Men. 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. 
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TRUST OFFICER STARTED 


MONTHLY INCOME PLAN 


Vice-President H. H. Rockwell of 
Northern Trust Co. Tells 
Of First Project 


SPEAKS TO LIFE AGENTS 





Tells How Companies and Banks Are 
Cooperating in the Furtherance 
of Sound Insurance 





Harold H. Rockwell, vice-president of 
the Northern Trust Company of Chi- 
cago, in a talk before the Aetna Life 


THE NAT IONAL UNDERW RITER- . 





| banquet given last week by ‘Wilitees 2. 
T. Whatley of the Chicago agency, 
stated that the first life insurance trust 
executed in the Northern Trust 
Company in March, 1891. It antici- 
pated the monthly life income policy 
with installment settlements that the life 
companies established later on. This 


| trust provided that there should be a 
| distribution of $100 a month on death of 
the maker of the trust to a beneficiary. 
At that time there were no monthly in- 
come policies. The maker of the trust 
desired to have his beneficiary receive a 
monthly stipend after he was gone and 
| therefore created this trust. 


was 


Closer Relationship Is Seen 


| Mr. Rockwell said that the bond be- 
tween the life and trust companies is 
growing more closely. He said that 
they have a common purpose in that 
they both are delegated to look after de- 
| pendents and beneficiaries. The life in- 








An increase of 





| NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. pacsiwwert 


Minneapolis.Minn. 
PROFIT SHARING INSURANCE—LOW NET COST 





42nd Year—A Year of Progress 


Gain in Paid-for Insurance in Force, over 
22 Million Dollars 
An increase over 1925 gain of over 
5 Million Dollars 
Admitted Assets increased over 
3 Million Dollars 


New Insurance Written, Paid-for basis, over 


441% Million Dollars 
214% Million Dollars 





Financial Statement—December 31, 1926 


ASSETS 
Bonds, 
Government, State, County and 
Rr $3,146,701.90 
Railroad, Public Utility, etc............. 4,156,691.55 
$ 7,303,393.45 
First Mortgage Loans (City and Farm)........ 9,281,138.38 
I a hci neice luibenbind neensid 228,402.15 
i ED cccccuecsascnteensnueds passin’ .. 4,244,766.95 
EE SS Oe ee es eS lll 
Premiums, Due and Deferred ............ in 1,088,834.00 
Cash on Frame ....cceccs si attache ee 622,344.11 
Interest Due and Accrued and ‘Other Assets. . 564,757.30 
wa Ceaskcnebenbeetes iuekecens $24,876,465.79 
L I A B ILI T I ES 
Reserve on Policies ..........cccccseccsses ss sQQUyl 9233900 
Death Claims Due and Unpaid................ None 
Claims Reported but Proofs of Loss not Received 221,552.52 
Present Value of Death, Disability, and Other 

Claims Payable in Installments............ 337,609.18 
Premiums and Interest Paid in Advance........ 163,422.38 
Reserve for Taxes Payable in 1927............. 191,774.00 
Funds Held for Dividends to Policyholders...... 999,223.78 
ED esc cdibegescenesnene ve 135,405.57 
Reserve for Real Estate Depreciation, and Mor- 

tality, Disability, and Investment Fluctua- 

SE KuHbeaeebeseeketesedon sceveneaeeanstt 312,496.71 
RN TID wdc ot n'0 de seve teeere'ees's 400,000.00 
Unassigned Surplus ........ bal amweded and ..-. 1,322,646.65 

Total.. PPR ree eee ere . .$24,876,465.79 


234 Million Dollars omnes in Faves 


10% 
30% 
15% 


6% 




















surance sianiiesiies provide the means 
for creating an estate. The trust com- 
panies possess the machinery for admin- 
istering the estate. He said that the 
insured man has great satisfaction in 
knowing that his family is provided for. 
He then can go out into the world of 
business with greater confidence and de- 
termination. The trust company is mo- 
tivated by the same purpose as the life 
companies in being the trustee for fam- 
ily funds. Mr. Rockwell said that the 
first question asked by a trust officer 
when a man is creating a trust is as to 
how much life insurance he carries. 


Liquid Form of Investment 


Life insurance he said is the most 
liquid form of investment. The trust 
company always suggests to a person 


trust that he carry sufficient 
life insurance because that provides 
ready money to meet early demands. 
Mr. Rockwell said that he finds that the 
intelligent, industrious and conscientious 
life insurance men are well posted on 
the functions of a trust company in ad- 
ministering estates. They have studied 
the methods used by the trust compa- 
nies in creating life insurance trusts and 
have linked up their life insurance with 
the trust service. 


creating a 


Agreement More Flexible 


While the 
most excellent, Mr. 
in many cases the 


monthly income policy is 
Rockwell said that 
trust company can 
more successfully administer an estate 
because its agreement is more flexible. 
It has the machinery to handle the 
funds created by life insurance in a way 
that ofttimes is more advantageous to 
the dependents than the monthly income 
policy. A life insurance settlement, he 
said, cannot do the things that the trust 
company can. Trust officers, he de- 
clared, are skilled in dealing with fam- 
ily problems. They have had much ex- 
perience through their trust department 
in administering funds for families and 
this makes a very valuable feature. Mr. 
Rockwell said that life salesmen can 
write a larger amount of life insurance 
for a number of men because when the 
administrative feature of a trust com- 
pany is pointed out and methods in pro- 
viding for a life insurance trust are pre- 
sented, it appeals to the hard headed 
business man. This linking up of both 
services is a strong talking point. He 
said that the possibility of expanding 
the life insurance trust is tremendous. 


Vice-President Luther's Views 


Vice-President Kendrick A. Luther of 
the Aetna Life in speaking on the same 
subject said that undoubtedly lump sum 
settlements in life insurance are the tar- 
gets for schemers and get rich quick 
men. On many occasions he said that 
men have provided insurance for their 
families and then after death the sum 
has been quickly spent. The object for 
which the life insurance is provided is 
thus lost. Life insurance money re- 
ceived by claimants is given over to 
highly speculative investments and many 
of them entirely fail. He said that the 
trust company can be of great benefit to 
life insurance men in their work. Its 
functions should not be overlooked. The 
life company is the proper means for 
providing funds. The trust company in 
many cases is better able to administer 
the funds and thus reduce loss to the 
minimum. Mr. Luther said that the trust 
companies had done some very effective 
advertising, pointing out the value of 
life insurance trusts that has helped 
agents to sell more life insurance. 


LIFE’COMPANIES'SHOW 
GOOD GAINS'FOR YEAR 


(CONTINUED FROM PAGE 5) 
every respect. Its assets are $24,876,466, 
contingency reserve, $400,000, reserve 
for real estate depreciation, mortality, 
disability and investment fluctuation 
$312,497, unassigned surplus, $1,322,647. 
The company now has $234,576,697 in- 
surance in force, gain $22,000,000 or 10 
percent. This is 30 percent over the 





pumas 14, 1927 


gain in insurance in force over the pre- 
vious year or in dollars it amounts to 
$5,000,000. The gain in assets is $3,- 
000,000 or 15 percent. The new paid 
for business last year was $44,500,000, a 
gain of $2,500,000. It paid policyhold- 


ers and beneficiaries last year $2,750.- 
000. Since organization its payments 
have amounted to $32,500,000. rhe 


Northwestern National is one of the 
sterling western companies that is mov- 
ing along in splendid wo od under the 
administration of Preside x y 
Arnold. 

At the outset of 1926 Mr. Arnold set 
in motion a vigorous campaign to elim- 
inate waste from first year lapses, and 
indicated that he regarded the conserva- 
tion of old business as equal in im- 
portance to new production. A plan of 
directing the efforts of the agency torce 
toward conservation was carefully 
worked out, which has apparently pr 
duced very satisfactory results. 

The contest for qualification for at- 
tendance at the convention of the com- 
pany’s agents to be held in Yellowstone 
National Park next August to celebrate 
reaching the quarter billion mark of in- 
surance in force is unique in insurance 
sales contests in that substantial cred- 
its are given for low lapse ratio, rein- 
statements and_ settlements obtained 
with application. This contest has un- 
doubtedly been an important tactor in 
improving the lapse ratio during 1926. 

The new year is expected to be 
marked by even better lapse records, be- 
cause the emphasis upon obtaining cash 
with the application has been remark- 
ably successful and it is anticipated that 
this will have a favorable influence on 
the 1927 record. Seventy-two percent 
of the new business of the company is 
now being written settlement with ap- 
plication. 

The volume of new business during 
the closing months of the year was very 
satisfactory indeed and reports from the 
home office indicate that the agency 
force is tuned up to go ahead at an ac- 
celerated pace during 1927. President 
Arnold has announced the continuation 
of the company’s policy to adopt no 
program of expansion outside existing 
general agencies, it being planned to 
make no new connections except when 
a desirable agency approaches the com- 
pany voluntarily. 

In a letter to the agency force Pres- 
ident Walton L. Crocker of the John 
Hancock Mutual Life states that ap- 


proximate figures for 1926 show $500,- 
000,000 of paid for business, written 


during the year, the greatest record of 
the company’s history. The insurance 
in force is now $2,500,000,000 in round 
numbers, an increase of nearly $500,000,- 
000 within two years. The increase of 
ordinary insurance (excluding group) 
written in 1926 was 2 percent over 1925, 


and in the weekly premium branch 
there was the same percentage of in- 
crease. 


Reliance Life 


The Reliance Life of Pittsburgh paid 
for $71,742,883 of new insurance in 1926. 
At the close of the year the company 
had in force $356,128,608, besides a large 
amount of accident and health insur- 
ance. Vice-President Scott states that 
the company expects to reach the $500,- 
000,000 mark some time early in 1928. 
This is an unusual record for a company 
that has not yet completed its 24th year. 

President John D. Sage at the annual 
meeting of the Union Central Life an- 
nounced total new business of $186,424,- 
000 or $3,000,000 in excess of the best 
previous year’s record. The insurance 
in force is $1,324,000,000, gain $109,000,- 
000. The premium income last year was 
$41,079,962, gain $3,000,000. The amount 
paid to policyholders was $27,048,844, 
and the death claims were $10,297,588 
The assets are now $242,353,803, gain 
$19,535,770. President Sage announced 
that 42 percent of the company’s new 
business or $78,517,026 was written on 
lives of policyholders. The mortality 
record was favorable last year being 
52.15 percent as compared with 52.88 
percent, the year before. 
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NEWS OF LOCAL ASSOCIATIONS 











BIG MEETING IN NEW YORK!CANADIAN ASSOCIATION MET 


Association Had 700 Present to Hear | 


Justice Black and Lawrence Priddy 
—Act on Twisting 
NEW YORK, Jan. 13.—More than 
700 members and guests attended the 
regular monthly dinner meeting of the 
New York Life Underwriters Associa- 
tion, which was held here Tuesday with 
President W. R. Collins as toastmaster. 





After a report that the membership of | 


the association now approximates 2,000 
and a goal of 2,500 has been set for the 
coming year, the meeting passed a reso- 
lution previously considered and ac- 
cepted by the executive committee to 
the effect that the association 
with alarm the growing practice of life 
insurance agents who seek to make easy 


money by tearing down the work of | 
other agents by advising the insuring | 


public to change endowment and limited 
payment life policies to ordinary life or 
term insurance. 

Officers of the various companies are 
to be asked to incorporate in their appli- 
cation and medical blanks questions 
which will indicate whether or not the 
insurance therein applied for is being 
taken for the purpose of replacing insur- 
ance already in force. When such a pur- 
pose is discovered, the company is to 
defer action and notify the original com- 
pany. Before the principal speakers of 
the evening were introduced, Nelson B. 
Hadley of the state insurance depart- 
ment was unanimously elected an honor- 
ary member of the association, the third 
honorary member to be elected in the 
organization’s history of 50 vears. 

Justice William Harman Black of the 
state supreme court, a noted author as 
well as jurist, spoke on how to prevent 
criminals from laughing at the law, 
speaking particularly of the benefits of 
the new Baumes law, which sends a 
criminal to the penitentiary for life upon 
his fourth conviction for felony. 

Actual selling experiences were taken 
by Lawrence Priddy as the subject of 
his talk. Among other points he 
showed by reciting actual cases that it 
pays to take time to set policyholders 
right when they are disturbed in regard 
to the insurance they already have. 
Such efforts frequently result in applica- 
tions for large amounts of additional in- 
surance. In conclusion he said too 
many agents spend time writing in- 
volved treatises on programing and such 
things and not enough time explaining 
life insurance simply and clearly and 
getting prospects to sign on the dotted 
line. 

ee « 

Davenport, Ia.— Mansur B. Oakes of the 
Research & Review Service of Indian- 
apolis was the principal speaker at the 


January meeting of the Davenport as- 
sociation. 
Dr. S. S. Huebner of the Wharton 


School of Commerce and Finance of the 
University of Pennsylvania will address 
the Davenport association at the meeting 
Feb. 4. 

a 


Baltimore—The regular monthly meet- 
ing of the Baltimore association was 
held Thursday. It was arranged to have 
the class of the school of life under- 
writing to meet with the association 
that evening. 

L. A. Spalding, dean of the school, was 
to speak on “Life Values,” and James A. 
Giffin, manager of the sales training di- 


vision of the Phoenix Mutual! Life, on 
“I Represent hg 
i 
Kansas City, Mo.—The January meet- 
ing of the Kansas City association will 
be held Friday under the direction of 
Roger Davis of the Illinois Life. R. W. 
Stevens, president of the Illinois Life, 
who will be in Kansas City for the 
agency convention of the company Jan 
14-15, will be a speaker, as will Rev. 
Burris A. Jenkins 


views | 


Life Underwriters Held Three- Day 
Congress at Ottawa, Canada, With 
Dr. Rockwell as Leader 


An educational congress under the 
| auspices of the Life Underwriters Asso- 
ciation of Canada was held at Ottawa, 
Canada, Jan. 6-8. The delegates were 
welcomed to the city by W. R. Mother- 
well, minister of agriculture, who 
stressed the importance of life insurance 
in the life of the individual and the part 
the Canadian companies were playing 
in the national life of the country. 

S. P. Quilty, president of the associa- 
tion, presided over the session. The 
speakers at the first session were Dr. 
C. J. Rockwell and W. Lyle Reid of the 
Sun Life of Canada. 

Mr. Reid's talk on “Life Insurance as 
a Service Institution,” was a notable 
contribution to the congress. Life in- 
surance, he considered, had reached the 
pinnacle of social service and was the 
greatest co-operative movement the 
world had ever seen. He asked the un- 
derwriters to regard themselves as true 
service workers, to be idealists 
and to vision an insured world with few 
| almshouses and fewer orphanages. Mr. 
Reid spoke of the great work being done 
by the insurance companies in the in- 
dustrial life of Canada through the huge 
funds they had at their disposal. 

Dr. Rockwell spoke on “Life Under- 
writers’ Work.” “Life insurance means 
happiness for the individual in the form 
of deep-seated satisfaction,” Dr. Rock- 
well asserted. “There are many men 
who will not buy life insurance because 
their own selfish benefits are not imme- 
diately realized.” He urged underwrit- 
ers to make their propositions attractive 
to the buyer as what they had to sell is 
always in competition with other things 
that men can buy or do, and in buying 
}a policy a man gets something which 
gives him the maximum benefit eventu- 


social 


ally. During the session Dr. Rockwell 
gave two notable addresses, first on 
“Telling the Insurance Story” and 


“Principles of Closing.” Dr. Rockwell's 
addresses proved most interesting and 
were eagerly followed. 

| Other speakers during the session 
were E. V. Chown, secretary, Life Un- 
derwriters Association of Canada, who 
spoke on the work of the association; 
Bert Harwood, Metropolitan Life, Mon- 
treal, who spoke on the “Possibilities of 
Industrial Insurance”; W. G. Keddie, of 
the Canada Life, Ottawa, who spoke on 
“Some Local Instances of Service”; and 
W. D. Burden of the Canada Life, who 
spoke on “How to Approach a Pros- 
pect.” The congress was brought to a 
close by Dr. Rockwell who spoke on 
“Insurance for the Business,” “Insur- 
ance for the Family and the Estate,” 
and “Insurance for Personal Needs.” 


* * * 


Madison, Wis.—One of the most suc- 
cessful years since its inception has just 
been completed by the Madison associa- 
tion. One of the things accomplished 
in the past year has been the outlining 
of an advertising campaign which will 
begin immediately and continue until 
June, one ad appearing every three weeks 
in the Madison newspapers 


” * * 


Cleveland—The Cleveland association 
is holding its monthly meeting Jan. 14. 
Charles L. Byars of the Travelers in 
St. Louis will talk on “Why an Under- 





writer?” 
x* * * 


Huntington, W. Va.—At the January 
meeting of the Huntington association 
the subject of “Thrift” was discussed by 
Robert L. Coleman of the Pacific Mutual 
Life at Ashland, Ky. A committee was 


| named to plan a contest for high school 
| students with cash prizes for best essays 


on the subject. 





PRODUCTION MANAGER 


ERE is an _ opportunity 

which challenges the best 
that an ambitious resourceful 
Agency Manager has in him. 


lt is this:—To take a clean, ag- 
gressive, well established com- 
pany’s agency force at present a 
small, loyal, hard-working group, 
and build it up to fifteen million 
paid for in 1927. Home Office 
located in an important middle 
western city. 


The company never has changed 
management, has nothing in all 
its history to apologize for, and 
has a record as a leader in newer, 
broader service to agents and 
policyholders. 


Non-Medical; Junior and Juve- 
nile insurance; guaranteed divi- 
dend policies; a liberal select risk 
policy with lowest rates. Far 


ADDRESS AT ONCE U-35, 


THE 


reaching and continuous co-oper- 
ation in the field. 


The man who can do this job 
and who purposes a life time con- 
nection will be given full oppor- 
tunity for an official title and for 
such stock ownership on favor- 
able terms, as he may desire. The 
salary will be generous to start 
with and he can practically fix his 
own future compensation. 


Must be well seasoned producer 
and organizer, not under 30 nor 
over 45. Habits, character and 
financial status above all ques- 
tion. Family relations normal. 
Health good. 


If willing to pay price in grind- 
ing hard work and study, an un- 
equalled chance awaits you now. 
Replies treated in absolute confi- 
dence, 


NATIONAL UNDERWRITER 
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(on mt topics 
(Topics of The Connecticut Mutual) 


January, 1927 


GREETINGS 


Another New Year 
—the 81st 
in our History 
THE CONNECTICUT MUTUAL 


INSURANCE COMPANY 
HARTFORD 





No.1 


1927 











FOR THE STATE OF MINNESOTA 


An “old-time” state agency contract with satisfactory non-forfeiting 
renewal commissions and some “honest-to-goodness” cooperation now 
open to a man who can demonstrate ability to do a real job of agency 


building in that splendid state. 


Address—Ralph H. Rice, President 


NATIONAL FIDELITY LIFE 
Insurance Company 


Home Office: Kansas City, Missouri 
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Start in January 


Vice-PresipeENT Kenprick A. LuTHER 
of the Aetna Lire in a recent talk rather 
electrified his hearers by an epigrammatic 
phrase, “Start in January.” Mr. LuTHer 
was referring to the necessity for life 
insurance men planning their work sys- 
tematically and consistently. He said 
there is no reason why a life insurance 
man should not increase his production 
every year. Every vigorous, ambitious, 
enthusiastic, well ballasted man desires 
to show an increase in his business. He 
cannot do this unless he plans a very 
definite program starting early in the 
year and carrying it out religiously clear 
through. He cannot expect to loaf in 
January and make it up later in the 
year. The second of January should be 


the starting point for the year’s cam- 
paign. As many people should be seen 
on Jan. 2 as on Dec. 20. January is an 
excellent month for life insurance if 
agents will work. 

Mr. Luter called attention to the 
fact that the Aetna Lire general agency 
in Arkansas under Gorpon H. CAMPBELL 
has the record for per capita agency 
production in the company. Arkansas 
might be called not the best state in the 
world for high production record. Yet 
in Arkansas this wonderful showing is 
made. Mr. LutHer attributed it entirely 
to the fact that Mr. Campspe.t has in- 
spired his men with the necessity of 
working every day along certain very 
definite lines. 


Effect of Installment Buying 


Tue NortHwestern Mutua Lire in 
“Field Notes” discusses the effect of in- 
stallment selling on life insurance. It 
finds there are some advantages. In 
the first place the method encourages 
saving. It enables the purchaser to buy 
out of his current income. It encourages 
the man to make investments in capital 
goods, such as life insurance, stocks, 
bonds, houses and lots. This, the 
NorTHWeEsTeRN Mutua thinks, pre- 
cludes the unwise spending of money. 
Attention is called to the fact that when 
the installment system is used it encour- 
ages budgeting. 

In the second place the NorrHwest- 
ERN Mutua. feels that in installment 
selling the money goes into durables 
rather than into perishables. This 
raises the standard of living. 

The third advantage is that install- 
ment selling enables the younger gen- 
eration to buy and possess now a home, 
a piano, household furniture, etc. All 
this can be protected by life insurance 
purchased on the same plan. Of course 
people are not confining their install- 
ment buying to necessities. They are 
spending a lot of money for luxuries. 

The fourth advantage that the Nortu- 
WESTERN Mutua sees is that the plan 
increases the volume of business which 
increases production and employment. 

Taking up the disadvantages of in- 
stallment selling, the NorTHWESTERN 
states that few people know how to con- 
trol their expenditures. Hence it causes 
over-buying and mortgaging of future 
income. Secondly, the plan is contrary 
to one of the advantages in buying of 
consumptives rather than capital goods. 


The third objection is that the method 
leads people to pay too much for what 
they get, as they are buying credit in- 
stead of merchandise. It is an expensive 
way of making purchases. Life insur- 
ance can be purchased on the annual, 
semi-annual or quarterly payment basis 
and some have monthly payment poli- 
cies. 

The fourth objection in installment 
selling is that the payments sometimes 
run too close to the rate of depreciation. 
Hence, the article is worn out almost 
as soon as the payments are completed. 

The NorRTHWESTERN MutvalL reaches 
these interesting conclusions: 

“The pros and cons seem to reduce 
the problems to this conclusion: 

“Installment selling is not inherently 
unsound if the credit is properly ex- 
tended. Financial standing and character 
should be carefully investigated and 
over-selling studiously avoided. Life 
insurance sales are conducted exactly 
that way. Of course it is hard to find 
out how many different commodities 
one person has purchased on some de- 
ferred payment plan. Control of such 
business, however, rests upon selling 
only as much as can be paid for con- 
veniently. The other fundamental is 
that necessities, not foolish extrava- 
gances should be sold on the installment 
plan.” 


SELLInc something which a man 
craves is too much like order-taking to 
fit a man to sell something which the 
prospect ought to have, but thinks he 
does not want. . 








| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Robert E. Daly, actuary of the Mis- 
souri insurance department, was able to 
leave the hospital last week to return to 
his home in Jefferson City. 
suffered an injury to his back, and cuts 
and bruises on his body Dec. 29, 
he was struck by a motor car. 


Dr. Myron W. Snell, for more than 
two years chief medical director of the 
American Bankers of Chicago, died at 


Mr. Daly | 


when | 


Passavant Memorial Hospital in Jack- | 


sonville, Ill., following a short illness 
with pneumonia. Dr. Snell went to the 
American Bankers as medical director in 
August, 1924, after resigning as lieuten- 
ant colonel in the United States army 
and from the post of chief surgeon at 
the National Soldiers Home, the military 
hospital at Milwaukee. 

Dr. Snell was born in Carlinville, IIL, 
on Nov. 23, 1872. After graduating 
from the Jefferson Medical College in 
Philadelphia in 1898 he began the prac- 
tice of medicine in Litchfield, Ill. He 
was at one time a director of the Clover- 
leaf Life & Casualty which was later 
consolidated with the American Bank- 
ers. Upon becoming chief medical di- 
rector of the company, he took up his 
residence in Jacksonville, and immedi- 
ately entered into the life of the com- 
munity. 


Fred W. Green, the new governor of 
Michigan, was formerly in the insurance 
business. He took three years at the 
State Normal at Ypsilanti, where he 
earned his own way. He graduated 
with a teacher’s life certificate in 1893. 
Immediately finishing his course, he bor- 
rowed $300 and started in the insurance 
business. He decided, however, that a 
legal education was desirable for him 
and he entered the Ann Arbor Univer- 
sity law school from which he graduated 
in 1898. 

Charles Cohen, agency manager of the 
Bankers Life of Iowa at Seattle, died 
Sunday morning. Mr. Cohen was form- 
erly in the San Francisco office, where 
he made an excellent record. Three 
years ago he was sent to Seattle as 
agency manager and has been making an 
unusual success there. Mr. Cohen was 
married about two years ago and his 
first son was born the day before last 
Christmas. Officials of the Bankers 
Life received the news of Mr. Cohen’s 
death while in convention at Cincinnati. 


Isaac Miller Hamilton, president of 
the Federal Life of Chicago, is now re- 
cuperating from _a serious attack of 
pneumonia. Mr. Hamilton returned from 
California in December and the day after 
his return was taken sick with a re- 
currence of pneumonia from which he 
suffered a serious attack last year. The 
agency convention of the company 
which was scheduled for the first week 
of January was postponed on account 
of his illness, but it is expected that 
definite plans as to this convention will 
be announced within a week or two. 


Luther B. Little, publicity director of 
the Metropolitan Life, 
his office after a prolonged absence due 
to his accident last June. Mr. Little 
has been confined to the Bronxville hos- 
pital because of a broken hip bone in- 
curred when he fell on a golf ball in 
his pocket last summer. 


James A. Rodman, former president 
of the Northwestern Life and now sec- 
retary-treasurer of the American Thrift 
Assurance of Omaha, was elected 
speaker of the lower house of the Ne- 
braska legislature last week. Mr. Rod- 
man, a Republican in politics, has long 
been prominent in insurance circles not 
only in Omaha but throughout the 
State. 


Miss Garnette E. McCormick, for- 
merly traveling representative for the 
West Virginia insurance department, has 


has returned to | 








MecCORMICK 


MISS GARNETTE E. 


gone into the life insurance business in 
New York, joining the Hart & Eubank 
general agency of the Aetna Life. Miss 
McCormick did some excellent work in 
West Virginia and is well known to the 
agents of the state. 


President Arthur F, Hall of the Lin- 
coln National Life has been named by 
the governor of Indiana a member of 
the executive committee for drawing up 
plans and carrying them to completion 
in providing a suitable memorial to 
Nancy Hanks Lincoln, mother of Abra- 
ham Lincoln. The memorial will be 
raised near Lincoln City in Spencer 
county, Ind., where Lincoln’s mother is 
buried. 


H. B. Hawley, president of the Great 
Western of Des Moines, and Mrs. 
Hawley will leave soon to spend the 
winter in St. Petersburg, Fla. They 
plan to spend a few days in Chicago 
en route south. 


W. R. Harrison, Jr., of the Harrison 
agency of the Home Life at Little Rock, 
Ark., sold and delivered $1,030,000 in- 
surance in 1926. Mr. Harrison, still un- 
der 30 is said to be one of the youngest 
men ever to gain the distinction of writ- 
ing a million a year. 

He entered the insurance business 
with the Home Life of Arkansas in 
January, 1922, and has since been one 
of the leading producers of the state. His 
1926 record is unique also in the quality 
of the business written. His average 
policy was in excess of $8,000 and a ma- 
jority of his business was written on the 
lives of men past 50 years of age. 


Jan. 6 was the birthday of M. E. Sin- 
gleton, president of the Missouri State 
Life, and January has been set aside by 


| the agency organization to pay honor to 


him. The “Won-A-Week Club” has 
been formed, and each agent has been 
urged to join by writing and paying for 
at least one application each week dur- 
ing January. The “Won-A-Week Club” 


will continue for the balance of the year. 


Gordon H. Campbell, vice-president 
of the Bankers Trust Company of Lit- 
tle Rock, Ark., and manager of the 
Aetna Life there, has been reappointed 
to the board of directors of the Little 
Rock branch of the Federal Reserve 
Bank of St. Louis for a three-year term. 

Gen. Harvey Sheldon, 78 vears of 
age, father-in-law of C. I. Hitchcock, 
president of the “Insurance Field.” died 
at the Jewish Hospital in Louisville last 
week. He had been a patient there 
since Dec. 10. General Sheldon had 
lived in Louisville for 25 years and 
most of this time he made his home 
with Mr. and Mrs. Hitchcock. General 
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Sheldon was a native of Troy, N. y. | 
The remains were cremated last Friday | 
and the burial later made at Troy. He 
was formerly adjutant-general of Towa. | 
Mr. Hitchcock himself _ is confined to | 
St. Joseph’s Hospital in Louisville where 
he recently underwent two operations. | 


Shadow Lawn, one of the finest resi- | 


dences at Long Branch, N. J., and used e 

as the summer White House for two 

years during the administration of Presi- A Ah) 
dent Woodrow Wilson, was destroyed 

by fire Jan. 7. The estimated loss is 
about $700,000, one-third of which is 
due to the destruction of works of art, 
rugs, fine tapestries and furniture, as 
virtually nothing was saved. The hand- | 
some property was built by the late | 
John A. McCall in 1902, when he was 
president of the New York Life. It was | 
referred to at the time as the “realiza- 
tion of a bookkeeper’s dream”; Mr. Mc- | 


A man who will grant you only three 
minutes to talk of his personal needs will 



























































Call having visioned such a home many gladly give you an hour to talk about the future 
years previously when employed by the ° ° 
New York insurance department at an of his boy or girl, 
annual salary of $1,200. Unfortunately 
Mr. McCall did not live long to enjoy 
the gy his death occurring early 
in 1906. Soon thereafter Shadow Lawn : . . 
a ee ee ee Nothing is so important to the father as the 
chaser being Hubert T. Parsons, presi- lf f ° ° 
x dent of F. W. Woolworth & Co. welfare O his children. 
3s in J. A. Blum, general agent in Des 
a Moines for the Register Life of Daven- . 
k in port, has been elected a delegate to the When you help a father arrange a thrift and 
S| a S o. dations for his child ie hi 
ys » wn } 
meets then month in Cleveland, and 4 educationa program for his children you tie him 
’ legate to t trict d 1 1 } " 
Lin- a 2 organisation wand Lodge to you with bonds of gratitude. Your service also 
y later this year in Detroit . . ° . 
© of es gives you a contact with the children which 
g up 
: Albert R. Deleon, wh y 1 : ’ ’ 
tion agent of he Equitable Life at ite Cia assures that they will be substantial clients of yours 
\ bra- cinnati office for several years, died at : 
1 = his home in Cincinnati last week. Mr. mn later years. 
ncer Deleon was first a partner with Edward 
er is W. Jung - oer out in Cincin- 
nati. t Mr. Jung’s death he became ° ° ° ° 
general agent. ‘He retained his connec- The Juvenile Policy of The Lincoln National 
Sreat a — the a goa ho his _ R 
though of recent years has not been : : 
Mrs though of recent years th Life written on several plans on the lives of chil- 
They _— i - 
They Nathan HL. Weed, who has been con dren down to one day old and with the payor fea 
nected with the “Insurance Salesman” 1 , , 
| of Indianapolis, hat joined the sto ture which provides for the waiver of further pre- 
rison the “Weekly Underwriter” of Ne : 1 i ili 
Rock, Tai, ie Ge tee te ee ae, miums in event of the death or disability of the 
0 in- tions. Mr. Weed is the son of the late ° 
1 ua- Samuel BR. Weed, who was formerly father, offers another reason why it pays to 
ngest head of the insurance firm of Weed & 
writ- Kennedy in New York. In 1892 he be- 
: came associated with the “Vigilant.” He I} 
‘iness became editor of the “Western Insur- 
is in ance Review” of St. Louis in 1895 and 
-_ in awe the “Chicago Independ- ° 
. His ent.” is he consolidated with the ITH 
uality “American Journal of Life Insurance” (LINK UP w THE LINCOLN) 
erage in 1901 as the “Life Insurance Independ- _— 
1 ma- ent.” It later was merged with the 
n the “Insurance Salesman” and Mr. Weed 
went with the latter publication as man- 
; ager and associate editor. 
. Sin- — 
State : 
| : G. V. Cleary, assistant manager in the 
~ - Chicago office of the Reliance Life, be- The 
he came the proud father of a baby girl on 
been Tuesday of this week. In the event 7 ] N > ! ° 
that was not sufficient to encourage Mr. T | f 
yo Cleary to increased efforts, he was ad- Linco Nn a 10na 1 e 
“lub” vised - = same day by the home 
othce of the company that he had been 
year. named president of the $500,000 club I ¢; y 
ident having produced more “Perfect Protec- nsurance ompan 
Lit- tion” business in 1926 than any one in 
: the the organization. 
yinted EE 
> ° ’ 
Little ictal teiieeees “Its Name Indicates Its Character’ 
term. ; a — ee the Bacon” contest is 
cing conducted among agents of the . * 
rs of Royal Union Life this month. The first Lincoln Life Bldg. Fort Wayne, Ind. 
icock, application received at the home office 
< m agro receives a pound of bacon | ~ 
e last and for each application the agent sends | 2 
there in, up to 15, an additional pound of More Than $460,000,000 in Force 
. had fj bacon is given him. After 15 applica- 
and tions are written, prizes range from 
home large hams to possibly a whole hog if 
-neral the volume is that large. = ———" 
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Selling Lite Insurance 
with the help of 


Our Direct Mail co-opera- 
tion is only one feature of our 
policy to place at the disposal 
of our agents every possible 
tool which has been found to 
help in getting business. 

This Company has general 
agency openings in: Illinois, 


can double your 


Direct Mail 
Life business,” we told 


oe 
our Field Force, “by 


using our Direct Mail Adver- 
tising System.” 


And we proved it, by actual 
figures showing the results of 


a test campaign in which the lIowa, Indiana, Ohio, Minne- 
average production of those sota, Missouri, Kansas, Okla- 
agents who used the System homa, Nebraska, Wyoming, 
right, was about three times South Dakota, Montana and 
their average production the Colorado. Any producer of 


Life or Accident and Health 
Insurance, who is not at pres- 
ent under contract with any 
other company, will do well to 
discuss things with us. 


preceding year. 


“You can double your 
was a conserva- 


So, 
Life business,” 
tive statement. 


Great Northern Life 


Insurance Company 


OFFICE: :: :: :: MILWAUKEE 
110 S. DEARBORN ST. 


HOME 
CHICAGO OFFICE: 


OWN 
YOUR OWN 
BUSINESS 




















F you are the average man, throughout life you have had one am- 
bition—to own your own business—to be your own master—to re- 


ly on no one but yourself. 


Then, your time is your own—you are always working for your | 


own advancement. The profits become yours. 

One of the East’s leading “old-line” mutual life insurance com- 
panies, having recently entered the State of Iowa, is looking for two 
capable life insurance men whom they can set up in business as Gen- | 
eral Agents for the Company in that territory. 

Each man should be abie to produce a reasonable volume of per- 
sonal business at the start—his past records will prove that. 

Each man should be an organizer—be able to contract with new 
agents, work with and lead them. Or he should, with our help, be 
able to quickly develop managerial ability. 

When a man is in business for himself, there can be little reason 


for failure—unless it is‘the man. The company, the contract, and the | 
policy contracts are all that you could wish for—therefore, we will | 


be most careful in our selection of the right man. 


You know your own ability and your own limitations. If you be- 


lieve that you could measure up to either of these two opportunities | 


in Iowa, further details as to company, contract, etc., can quickly be | 
secured by writing, in confidence, 


Advertising 
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| HILL MADE GEORGIA MANAGER 





| Appointed Superintendent of Agencies 
| for American Central Life, With 
Atlanta Headquarters 





| Charles A. Hill, of Atlanta, has been 
| appointed superintendent of agencies for 
| Georgi a by the American Central Lite. 
| Previous connections with the Volunteer 
State Life and the John Hancock haye 
given Mr. Hill a wide life insurance ac- 
quaintanceship throughout his present 
territory and render him particularly 
well-fitted for his new position as super- 


|intendent. Mr. Hill was born in Ed- 
| wards County, Illinois, in 1884. He was 
| reared on a farm, but received a full 
| common school, normal and college edu- 
cation. After seven years of public 
| school teaching, he became sales in- 
structor for the Harper Brush Works, 


| later represented the “Insurance Field” 
in Iowa for a year, served as sales man- 
ager for a local business college, and 
| finally entered the army in 1917, acting 
as principal clerk of the subsistence de- 
partment of the quartermaster corps at 
Atlanta until the end of 1918. 


J. C. Tilden and J. L. Moore 
S. W. Davidson, Pacific Coast agency 
supervisor of the Montana Life, has an- 


nounced the appointment of J. C. Til- 
den as general agent at Angeles. 
| He was supervisor of the Los 
agency of the California State Life for 
i several years and prior to that connec- 
| tion represented the New 
la number of years. 
| 


J. Lloyd Moore 


' 
LOs 


appointed general 


18 


agent for Orange county of the Mon- 
tana Life, with headquarters at Santa 
Ana, Cal. Mr. Moore was formerly a 


leading producer of the Bankers Life. 


C. E. Dicken and B. V. Searcy 


Dr. Charles E. Dicken, former presi- 
dent of Ouachita College, now connected 
| with the Home Life of Arkansas, and 
Ben V. Searcy, 
tive at Benton, Ark., 


| fices at El Dorado, Ark. Their terri- 
tory will comprise eight counties of Ar- 
| kansas. 





Angeles | 


Home Life representa- | 
have formed a gen- | 
eral agency for the Home Life with of- | 


York Life for | 
the chamber of commerce of Pittsburg, 


| 


ANNOUNCE SEVERAL CHANGES 


Kansas City Agency of Equitable of 
New York Makes Number 
of Shifts 


KANSAS CITY, MO., 
Howard Groves, formerly 
the Sedalia district of the Kansas City 
agency of the Equitable Life of New 
York has been promoted to superinten- 
dent of agents with headquarters i in Kan- 
sas City. Irl B. Jackson of Columbia, 
Mo., has been promoted to district man- 
ager of the Sedalia district. John Henry 
Scrivner, of Warrensburg, Mo., has 
been promoted to district manager with 
headquarters at Joplin, Mo. Warren B. 
Woody, with the company since 1924, 
has been transferred to Kansas City, as 
assistant agency) manager under Mr. 
Embry. Mr. Woody started with the 
company in Sterling, Kan., later being 
promoted to district manager in Kansas 
City, Kan., from where he goes to Kan- 
sas City, Mo. 


Jan. 12.—T. 
manager oi 


Citizens Insurance Agency 

Northern Life of Chicago 
announces the appointment of the Citi- 
zens Insurance Agency of Cleveland, 
O., as general agent for that city. This 
was incorporated in September, 


The Great 


agency 
1926, and is specializing in the sale of 
thrift insurance in connection with 
| building and loan associations. 





Ford C. Harper 


Ford C. Harper, recently secretary of 
Kan., has been appointed agency super- 
visor for the Security Mutual Life of 
Lincoln, Neb., and will have charge of 
its production in Nebraska. Mr. Harper 


| is a graduate of Wesleyan University at 


| Lincoln, 





Dr. Dicken joined the Home Life 
| agency force in August, 1926, forming a | 
| district agency for the company at El | 


| Dorado, At that time Mr. Searcy main- 
tained an independent agency with of- 
fices at Hot Springs. 





S. Carlisle Martin 


S. Carlisle Martin has been appointed 
agency special of the Indianapolis 
branch office of the Missouri State Life. 
Mr. Martin has been connected with the 
company since August, 1925. He is 
only 26 years old, but has made a re- 
| markable record in life insurance. He 
| took the 
school course in life insurance given in 
| St. Louis. 
| cut Mutual Life in St. Louis for two and 


|a half vears, then going with the Equit- 


| able of Towa. 


Frankel Bros. 


Frankel Brothers of Cleveland, 
have been appointed 


|agents of the Penn Mutual Life. The 


| My ron FE. Lazarus. The Frankel agency 


| has taken larger quarters in the Guar- 
Frankel Brothers 


antee Title building. 
have purchased the Lewis Hartz Insur- 





| ance Agency and it will be 








U-25, CARE OF THIS MAGAZINE 


independently. Benjamin A. 
jrecently of Syracuse, N. Y.., 
lof the Hartz agency, which 
| Ulmer building. 


is in 


New York University summer 


He was with the Connecti- 


&.. 


associate general 


| firm has enlarged its life insurance de- 
| partment and has appointed as manager 


conducted 

Frankel, 
takes charge 
the 


and has had newspaper and 
secretarial experience for the last ten 
years. He has held a contract with the 
company for a number of years, and has 
organized several agencies for it in past 
years. 


J. N. Cook 
The Peoples Life of Chicago has 
opened an office at Columbus, O., in 


charge of J. N. Cook, who has been an 
agent there for some time. 





E. G. Holz 
E. G. Holz has joined the Peoples 
Life of Chicago as a member of the 


agency department, to travel out of the 
home office and assist the state manag- 
ers in development work. Mr. Holz 
was formerly with the Security Life of 
America and prior to that with the Na- 
tional Life, U. S. A. He will be an 
agency field man and work with each 
of the state managers as needed. 


A. S. Maddox 


A. S. Maddox, who has been in in- 
surance in Des Moines since 1919, has 
gone to Washington, where he will have 
charge of a newly opened eastern divi- 
sion of the International Life. Mr 
Maddox resigned last March as agency 
manager in the home office of the Mer- 








chants Life of Des Moines, a position 
he had held since 1919, to become gen- 
eral inspector of agencies for the St 
Louis company. 
John S. Pitts 

The Provident Mutual Life has ap- 
pointed John S. Pitts district agent for 
central and southern Alabama_ with 
headquarters in the Bell building, Mont 


gomery. 





C. A. Bornhauser 


Charles A. Bornhauser has been ap- 
pointed district manager of the Penn 





Mutual Life at Evansville, Ind., 


to suc- 
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ceed Will O. Ferguson, who resigned 
some time ago to become general agent 
in Los Angeles. 





Elmer C. Ross 


Elmer C. Ross, district manager of 
southeast Iowa with headquarters at 
Burlington, for the Equitable Liie of 


New York, has resigned to become gen- 


eral agent for the Guaranty Life oi | 


Davenport, Ia. His territory embraces 
parts of 
headquarters at 208 Iowa State 


building, Burlington, Ia. 


Bank 





Paul Watt and Logan Campbell 


Paul Watt, Iowa group manager for 
the Aetna Life has joined the group 
department of the company at the 
home office. He was assistant group 
manager at Milwaukee before going to 
Des Moines three years ago. 

Mr. Watt is succeeded by Logan 
Campbell, formerly of Cedar Rapids, Ia., 
: Nebraska university graduate. He has 
been assistant to Mr. Watt there the 
past year. 


Dr. E. L. Woodruff 


Dr. E. L. Woodruff, for several years 
a jolie personal producer in the north- 
ern California agency of the Aetna Life, 
has been made agency supervisor at San 
Francisco. 


Frank A. Gordon 


The Union Central Life has appointed | 
Frank A. Gordon general agent at Pe- 
oria, Ill, with territory including sev- 
eral surrounding counties. Mr. Gordon | 
is unusually young for a general agent, 
being only 32 years old. He started | 
his life insurance experience in the group 
department of the Aetna, becoming 
home office representative and group | 
manager for Illinois. The establishment | 
of the agency at Peoria gives the Union 
Central three agencies in Illinois. 


E. H. Jones 


E. H. Jones is the new district man- 
ager at Madison, Wis., for the Equit- 
able Life of New York, succeeding 
R. L. Michel, resigned. He is under 
the supervision of E. L. Carson, agency 
manager at Milwaukee. 


R. L. Ingraham 


R. L. Ingraham_has been appointed | 
supervisor of the Los Angeles agency 
of the International Life. He is a grad- 














Iowa, Illinois and Missouri with | 


| clerk at Springfield, Ill., and deputy col- 


|ham Lincoln Life, 


| New York. 


| director of the field service department 
} ot the 


| has been chosen as the new director of 
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uate of the 
Denver University, and was formerly 
manager for Colorado of the Jefferson 
Standard Life, with headquarters at 
Denver. Prior to forming that connec- 
tion, he represented the Phoenix Mutual 
and also the Bankers Life. 





W. E. Cox 


W. E. Cox of Des Moines, for the 
past two years supervisor of lowa agen- 
cies for the Bankers Life of Lincoln, 
Neb., has resigned to become agency 
supervisor for the Youngstown, O., 
agency of the Equitable of Iowa. He 
was at one time with the New York Life 
in San Francisco. 





Ohio State Life Appointments 


The Ohio State Life this week an- 
nounced the appointment of J. C. Leigh 
as manager of the company’s new of- 
fice in Chicago. Mr. Leigh will have 
offices in the Burnham Building. Mack 
& Comstock have been appointed man- 
agers of the Ohio State Life agency at 
Los Angeles, succeeding Irving S. Hoff- 
mann, resigned. 





W. J. Natterman 


William J. Natterman, former county 


revenue, has been 
agent for the Abra- 
which _ recently 
changed its name from the Mutual Life 
ot Illinois. 


lector of internal 
appointed general 


Samuel S. Wolfson 


Samuel S. Wolfson has been ap- 
pointed agency supervisor of the Charles 
B. Knight agency of the Union Central 
Life in New York City. Until recently 
Mr. Wolfson was manager of the Bible 
House branch of the Knight agency. 
He was formerly in charge of the Bible 
House agency of the Equitable Life of 





E. J. Montague and C. W. Rogers 
i. a 


Montague, for several years 
Business Men’s Assurance, is 
to be made supervisor of the Kansas 
City branch of the company. 

C. W. Rogers, from Maryville, Mo., 
a college instructor, and a man from the 
same college from which Mr. Montague 


went to the Business Men’s Assurance 


field service. 








EASTERN STATES ACTIVITIES | 





ASKS SEPARATE DEPARTMENT 





Massachusetts Governor Would Divorce | 
Supervision of Insurance and Bank- 
ing, Now Under One Head 


BOSTON, Jan. 12.—Governor Fuller 
came out in favor of the separation of 
the joint department of banking and in- 
surance in Massachusetts in his inau- 
gural address and advocated a separate | 
department for insurance. 

Under the Massachusetts law the state 
may have but 20 major departments. | 
In the makeup of the departments it | 
was found necessary to consolidate cer- 
tain departments to keep within the re- 
quired limit. Governor Fuller thinks it 
would be to the advantage of the state 
to have the now separate departments | 
of conservation and of agriculture com- | 
bined and a division made of the depart- | 

ment of banking and insurance, giving 
each of the latter a separate department. 
Of the banking and insurance depart- 
ment he says: 

“At present these two departments, 
which are entirely separate in their | 
functions and jurisdictions, are com- 
bined into one department. 


with the constitutional limitation of the | 
number of departments.” 


witas 


| BANKERS LIFE CONVENTION 


|examined business for 1926 


| $158,000,000 and the Bankers Life now 


| ers Life being held this week in Cin- 
cinnati and St. 
Gold Medal Club of the Bankers Life 
met in Miami, Fla., 
third district meeting will be held in 
Seattle. 


representatives to review the record of 
1926 and discuss plans for the year. 
Among those from the home office pres- 
ent and who will attend the meetings in 
This ar- St. Louis and Seattle are G. S. Nollen, 
rangement is a pure fiction, to comply | president; 
and director of agencies; W. S. Ayres, 
! vice-president and general counsel; Dr. 





Large Number of Salesmen Were Pres- 
ent at the Convention in Cincinnati 
to Discuss Plans 





For the eighth consecutive year, the 
Bankers Life of Iowa has shown a gain 
in new business. The total new and 
reached 


| $168,000,000; the new paid for business 


has insurance in force totaling $900,- 
| 000,000. These are the announcements 
| being made at the meetings of the Bank- 
Louis. Last week the 


and next week a 


Gathered at Cincinnati 


About 250 salesmen were in Cincin- 
nati this week to meet with home office 


W. W. Jaeger, vice-president 


insurance department of 


Connecticut General News 
Hartford, Conn. 








Every Man Needs 
Something We Sell 


It is hard to find a man who does 
not need additional protection against 
death, disability or old age. 


Many men are so placed as to be in- 
terested in group life or disability in- 
surance, employees’ insurance (for 
small groups) and salary savings in- 
surance. 

Connecticut General representatives 
have a complete range of life con- 
tracts, everything in accident and 
health insurance and all the conven- 
ient new plans for insuring employees. 
For information write Connecticut 


General Life Insurance Company, 
Hartford. Conn. 


ip 











GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down--not out. 





4 





We haven't spread much because we are 
rooted deep and lastingly in Illinois, In- 
diana, Kentucky, Missouri and Iowa. 


Steady, persistent growth means permanent 
life. 


Men who wish to make a connection or 
undertake to underwrite life insurance can 
make an unusually good connection with us 
now. Write for information and territory 
desired. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 


Chicago, Ill. 
A. E. JOHNSON, AGENCY MANAGER 
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WHICH IS THE LOWEST 
COST COMPANY? 


Perhaps no company can claim to have the Lowest Cost 
on all form of policies at all ages and for all durations, but 
the net cost of our “SPECIAL FIVE” is very unusual. 
Compare our cost on this policy with that of Government 
Insurance or with that of the lowest cost company you 


know of. 











| The"Preferred Risk $5,000.00 Special 


Ordinary Life, $5,000, Age 35, Premium $106.50— 
Dividend first year $17.25 ; 
(contingent upon payment of second premium) 
Net Cost First Year $89.25 or $17.85 per thousand! 


HOW DOES THIS STRIKE YOU? IT IS GOING OVER 
BIG! 


PERFECTED ENDOWMENTS return the savings in addition 
to the face of the policy at death. The forfciture of the excess pre- 
miums over the ordinary life premiums is avoided. 


CHILD’ ENDOWMENTS issued from Age One Week up, with 
Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 


The improved GOLDEN RULE AGENT’S CONTRACT gives— 


VESTED RENEWALS, 
UNRESTRICTED TERRITORY, 
AUTOMATIC PROMOTION. 


Everything any reasonable man could want is yours for the 
asking if you are the right kind of man. 


The Columbus Mutual Lite 


Insurance Company 
580 E. Broad Street 
Columbus, Ohio i] 


D. E. Ball, Vice-President and Sec’y. 












C. W. Branden, President 














We have opportunities for Agents in 
Arkansas, Illinois and lowa 


International Life & Trust Company 
Heme Office: MOLINE, ILLINOIS 











| Ohio 


|is establishing itself very firmly. 


| each 


| tions and home study is required. 


— 


Ross Huston, medical director; B. N. 
Mills, assistant secretary; E. McConney, 
actuary, and O. B. Jackman, assistant 
director of agencies. All of the agents 
present qualified by producing at least 
$100,000 of business in 1926, 

During a meeting in Cincinnati the 
Sweepstakes Cup was presented to the 
G. F. Murreil Pittsburgh agency which 
made the best record in showing a busi- 
ness gain last year. Other awards were 
made for leaders in the $200,000 and 
$500,000 classes. Three gold bronze cups 
were presented. J. Janciar, of Pitts- 
burgh, who produced more than $1,000,- 
000 last year is attending the Cincinnati 
meeting. 

At the Gold Medal Club meeting held 
in Miami, 166 producers were present, 
an increase of 44 over the number at- 
tending at the largest session heretofore. 
This club has been in existence ten 
years. Its work in 1926 was a memorial 
in honor of George Kuhns, until his 
death, president of the Bankers Life. 
The club is now to be known as the 
President's Premier Club. Two women 
members of the club this year, 


were 

Mrs. Grace Moran of Cincinnati and 
Mrs. May Kirk of Sioux Falls, South 
Dakota. 


For the first time in its history, the 
Bankers Life had two agencies which 
produced more than $1,000,000 business 
in one month. In addition to the Pitts- 
burgh agency, the W. F. Winterble 
agency in Madison, Wis., entered the 
$1,000,000 class in December. 





SPLENDID GAIN WAS NOTED 
W. F. Macallister Agency of the Ohio 
National Life at Newark, N. J., 
Made Notable Record 





The W. F. Macallister agency of the 
National at Newark, N. J., the 
company’s most eastern branch, made a 
net gain of 25% in its business during 
1926. The agency has been located in 
Newark for only about two years and 
Mr. 
Macallister took over the active manage- 
ment just about a year ago. At that 
time he had five men under his direction 
which has been increased to ten. None 
of these men had any previous life in- 
surance experience. 

Mr. Macallister has established a resi- 
dent school of practical life insurance 
salesmanship with a curriculum includ- 
ing mental attitude and psychology, 
fundamental principles of insurance, 
salesmanship and practical field work. 
The classes are conducted with recita- 
i The 
students, in their field work, must aver- 
age a specified number of interviews 
with actual prospects. Weekly reports 
are required and an individual analysis 
is made of each student agent’s effort. 

In addition to these activities, Mr. 
Macallister finds time to write consider- 
able personal business, his record at the 
present time including leading the com- 
pany’s production list for the current 
week, and having produced regularly 
week for the last sixteen weeks. 


Agency Meeting in Philadelphia 


Charles A. Parsons, superintendent of 
agents, and John P. Davies, assistant 
superintendent of agents for the North- 
western Mutual Life, conducted a gen- 
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THE'SECURITY LIFE INSURANCE CO. OF AMERICA 


oer .....Over Six Million 


Paid Policyholders since organization.......................---Five Million 
WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, Ill. 
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eral agency meeting at the C. B. & 
H. M. Taylor general agency in Phila- 
delphia last week, stopping there on 
their return from the eastern meeting 
which agents of the company held in 
New York. 





Opens Brokerage Department 


The Paul F. Clark general agency of 
the John H. Hancock Mutual Life in 
Boston announces the establishment of 
a brokerage department organized 
wholly for life insurance service to brok- 
ers. Clifford D. Strout, who has for a 
year past been developing this side of 
the agency business, and has been asso- 
ciated with the John Hancock for many 
years, will be assisted by Kenneth F. 
Antoine, who has been connected with 
the agency for three and a half years, 
as field representative. 





Join Travelers Staff 


Howard W. Farbach has joined the 
Travelers office in Cincinnati as a field 
assistant for the life, accident and group 
department. Frank J. Favret, formerly 
bond salesman with Nicholson & Frank- 
lin in Cincinnati, has also joined the 
Travelers Cincinnati office. He will 
specialize in life insurance but will write 
all lines. 





O’Hay Speaks in Hartford 


Capt. Irving O’Hay, the man about 
whom Richard Harding Davis fashioned 
book, “The Soldier of Fortune,” 
spoke before the Aetna Life Men’s Club 
in Hartford Jan. 10, and next month 
will address the Travelers Men’s Club. 
Not long ago he addressed the Connec- 
ticut General Life and will also during 
the month appear before the Hartford 
Advertising Club under the auspices of 
insurance men. 


his 





Sales Course in Indianapolis 


Ralph Colby, Indiana manager of the 
Franklin Life, and Warren Colby, super- 
visor, are conducting a class in sales 
instruction in Indianapolis. The first 
session was held Monday night of this 
week. 


Had Training Course 

Edwards & Baker of Detroit, general 
agents for the Aetna Life, completed the 
first training school for agents of that 
city last month. The completion of the 
course was followed by a sales congress 
at which talks were made by John Rey- 
nolds of the Union Trust Company, 
H. P. Trosper of the American Life and 
Ernest W. Owen, manager of the Sun 
Life. Lester O. Schriver, manager of 
the sales training course of the home 
office of the Aetna Life, was the prin- 
cipal speaker of the evening at a dinner 
following the afternoon session. An- 
other 8 weeks training school is about 
to be started for the benefit of new 
agents. 


Barfod to Remain for Present 


Governor-elect Fisher of Pennsyl- 
vania it is reported will continue Einar 
Barfod as insurance commissioner until 
such time as he can complete the task 
of purging the state of irresponsible in- 
surance concerns and individuals. 


Sues for Access to Books 


Suit has been filed in Cincinnati by 
Robert S. Alcorn, a local attorney and a 
stockholder of the Union Central Life, 
to gain access to the books of that com- 
pany. He alleges that he has been re- 
fused access to the books and accounts 
of the company, although he has been 
a stockholder for many years. He de- 
sired certain information in connection 
with a suit over the taxation of legal re- 
serves of Ohio companies which is now 
in process of litigation. This other case 
has been in court for several years, the 
matter of taxing legal reserves being in- 
volves. The county officials contend 
that the legal reserve belongs to the 
stockholders and is taxable, while the 
Ohio insurance companies declares that 
the legal reserve is the property of pol- 
icyholders and thus not taxable. 
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GETS AGENCY SUPERVISORS 


Louis J. Fohr of the Connecticut Mu- 
tual Life in Chicago is Enlarging 
His Organization 


fhe Louis J. Fohr Chicago general 
agency of the Connecticut Mutual Life 
ot Hartford, announces the appointment 
i Charles T. Moon and Alfred C. Loeb 
as agency supervisors. Messrs. Moon 
and Loeb have been associated with Mr. 
Fohr and advanced to their new 
sponsibilities from the agency ranks. 
[They are well qualified for their new 
work. It is Mr. Fohr’s plan to continue 
practice as the agency grows. 

At the close of the first calendar year 
the Fohr agency ranked 14th in the 
country in premiums paid. The agency 
was started May 1, 1925. Mr. Fohr be- 
lieves that the day of the producing gen- 
eral agent has passed. In order to build 
up a large agency he states it is neces- 
sary for the general agent to devote his 
entire time to organization work. He 
has given much attention to selecting 
men being very careful in this regard 
and then gives them expert training. 
Mr. Fohr continued his views as fol- 
lows: 

“Too many men start in the business 
and spend too much time in study be- 


, 
this 


fore they get out on the battle line, 
thereby becoming mere theorists and 
eventual failures. The town is full 


of agents who know the subject of life 
insurance almost as thoroughly as a full 
fledged member of the Actuarial Society 
they fail to succeed because they 
cannot close, so why not teach them the 
most important thing first. After a man 
has learned the technique of closing the 
rest comes easy. Closed cases mean 
money in the agents’ pockets. Nothing 
builds enthusiasm faster than plenty of 
money coming in to keep him happy, re- 


but 


sulting in no advance accounts and no 
disheartened and discouraged agents. 
Nothing takes the ‘pep’ out of a man 


quicker than financial worries. Teaching 


vour man how to close first by actually 
going out with him and doing it for 
him, showing him that it can be done 


nd how to do it avoids all this trouble.” 


Aetna Life St. Louis Conference 


The progress and problems of 1926 
were discussed at a conference of 
Aetna Life men from eastern Missouri 
and southern Illinois in St. Louis, Jan. 


12-13. About 50 agents were expected 
to attend. Clinton J. Karst, superintend- 
ent of the personal accident department 
of the St. Louis branch, presided. 

One of the principal speakers was 
J. A. Giberson of Alton, IIL, prominent 
in the National Association of Insur- 
ance Agents and a leader among Illinois 


insurance men. O. S. Morrow will 
speak on “Claim Adjustment.” Other 
speakers are Frank Mead, manager 


of the casualty department in St. Louis; 


\. L. McKnight, manager of the life 
and accident department; Wellborn 
Estes, Jerome Karst and M. A. Para- 
dise. The conference closed with a ban- 
quet. 
Rockford Agency Expands 

Robert Mather heads a new organiza- 
tion to handle business of the general 
agency at Rockford, IIL, for the Mutual 
Life of New York. Mr. Mather has been 
in the fire and casualty business and 
in the new firm will expand his activities 
to develop the life insurance field more 
extensively. His staff organization in- 
cludes J. J. Killough, for several years 
in the insurance field in Madison, Wis., 


Sales organizer; Otto Olson, for 20 years 


with the Barber Colman Company in 
Various executive capacities; Lyle Bene- 
dict, Platteville, Wis., insurance man; 
Ray Trenholm and I. J. Bath, the latter 


formerly of Rockford but recently of 
Chicago, who returns to take charge of 


the fire, automobile and casualty depart- 
ments 
the Rockford National bank building. 


re- 


| KANSAS CONGRESS 


Annual Sales Meeting To be Held at 


Topeka This Year on 
Feb. 25-26 


The eighth annual life insurance sales 


congress of Kansas will be held at 
Topeka, Feb. 25-26. It will be held 
under the auspices of the Wichita, 
Hutchinson, Manhattan and Topeka 


Life Underwriters Associations. On the 
morning of the first dav there will be 
agency meetings of all home state Kan- 


sas companies, general agencies, state 
and district agencies. The congress 
proper will start in the afternoon. The 
main subjects will be the new life in- 


surance statutes before the state legisla- 
ture; life underwriters’ association 
affairs; hiring, training and managing 
agents. The program on the last day 
will be devoted to addresses and discus- 
sions of sales plans and problems on 
the interesting phases of selling insur- 
ance in the face of current conditions 
and needs. There will be a dinner in the 
evening followed by a 15 minute life in- 
surance playlet and professional enter- 
tainment. The Jayhawk hotel will be 
the place of meeting. L. A. Alexander 
of Topeka is the general chairman in 
charge. Pendleton Miller chairman 
of the program committee, E. A. Tirrill, 
chairman of the publicity and arrange- 
ments committee; Lyman King, chair- 
man of the entertainment and registra- 
tion committee, and H. O. Garvey, chair- 
man of the finance committe« 


is 


Maintained High Record 
The Kansas ( 


ity agency of the Equit 


able Life of New York, under Manager 
A. M. Embry paid for $14,259,000 of life 
insurance last year. This equals the 
record of the agency in 1925, the high 
figure being reached in spite of the fact 
that on April 1, 1926, the eastern half 
of Oklahoma, formerly under the Kan- 
sas City agency, was put under the Ok- 
lahoma agency, this agency now having 
the eastern half of Missouri, Kansas and 
Kansas City proper. Fred A. Deichman 
led the agency, with a paid-for total of 
more than $1,000,000 


Gallagher Addresses Rotarians 


Joseph Gallagher, assistant superin- 
tendent of claims at the home office ol 
Northwestern Mutual Life, told mem- 
bers of the Milwaukee Rotary Club at 


|}a meeting last week that life insurance 
'has more possibilities for use than 
simply benefiting someone when the pol- 
icyholder dies Mr. Gallagher said it is 
imperative that contingencies of the fu 


ture be provided for. He pointed out 
that the tremendous prosperity of the 
life insurance is a testimonial to _ its 


success. 


Mutual Life’s Springfield Meeting 


A score of representatives of the 
Springfield, Ill., agency of the Mutual 
Life of New York attended a _ school 


of instruction there last week in recog- 
nition of their leadership in the territory 
in producing new business the past 
vear. John L. Taylor, agency manager, 
presided at the school and Fred W. Pot- 
ter, former state insurance superinten- 
dent, was the principal speaker. Other 
speakers were Charles J. Lorch, super- 
intendent of agents; John McKnight, 
agency cashier; Ernest Holtman, assist- 
ant cashier: Dr. I. W. Metz, medical 
referee, and Dr. Franklin Maurer, al- 
ternate referee. 


Mutual Benefit’s Sioux City Meeting 


A two-day meeting of representatives 
| of the Sioux City agency of the Mutual 
| Benefit Life was concluded Saturday. 
| About 40 were in attendance and Gen- 


The new firm will be located in | eral Agent W. D. Morton provided a 


program which keenly interested and in- 


. PLANNED 
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Are You the Man? 





MANAGERS WANTED 


The right man with a real opportunity is 
sure to win. If you know the buiness we will 
appoint you as manager. Tell us all about your 
ability and record of results. 


We want managers in Houston, Texas; 
Toledo, Ohio; Cincinnati, Ohio; Indianapolis, 
Ind.; Ft. Wayne, Ind.; Davenport, lowa; Mason 
City, Iowa and other populous cities. 


Get in touch with us at once. 


The Bankers Reserve Life Company 


R. L. ROBISON, President 
W. G. PRESTON, Vice-President R. C. WAGNER, Secretary-Treasurer 


Millions of Assets 


Business in Force, over $110,000,000 
HOME OFFICE, OMAHA, NEBRASKA 

















ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 


Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 
matically at age 5 without re-examination. 


Our special low rate policies to business and 
professional men are fast sellers. 


We write women on equal basis with men. 
| Splendid agency openings are now available. 


Write William Koch, Vice President and 
Field Manager. 











ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A.C. Tucker, President 
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Your Prospect’s Future 


UNITED LIFE 
AND ACCIDENT INSURANCE COMPANY 


Concord 


is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in insurance as well as other lines of 


business. Sell this contract: 
I io ov cc ccecsccucd $5,000 
Any accidental death ............ 10,000 
Certain accidental deaths........ 15,000 
Accident Benefits $50 per WEEK. 


(Non-cancellable) 
Also Disability Income, Waiver of 


Premiums, etc. 





ALL IN ONE POLICY | 





You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice President, Eugene E. Reed, will tell 
you all about it. Write him direct .... and 
directly. 


New Hampshire 














You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction in 
life insurance field work. 

During 84 years the first American legal reserve mutual! life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company 
both men and women 


The Mutual Life Insurance Co. 


34 NASSAU STREET 


Inquire! 


A 


writes all standard forms of insurance and annuities on 
Age limits 10 to 7@. 


Those who contemplate life insur- 
ance field work are invited to apply to 


of New York 


NEW YORK, N. Y. 














as 
Backed by its great financial strength, The Guardian has enjoyed 


unusual growth 
in these past several years. Our new business in 1925 was 50% better than 
times greater than the average. For the first half of 


1924, a gain of about three 
1928 our gain was 2% over 
leading 


These figures tell the story better 
The Guardian 
opportumities with us. 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1860 


companies. This is a gain of about 62% over the 
than 


anything more we could , except that 
does not mean to stop there. Men of the right calibre will find their 


T. LOUIS HANSEN, Vice-President 


under the Laws of the State of New York 
5@ UNION SQUARE, NEW YORK 




















structed the agents. A banquet was 
given Friday evening. Saturday morn- 
ing a playlet written by Mr. Morton 
was presented illustrating the wide- 
spread benefits provided by business in- 
surance. 


Glickson Was Agency Speaker 


A. J. Glickson, one of the leading 
brokers in Chicago, gave a talk on his 
selling methods before the Hintzpeter 
agency of the Mutual Life of New York 
in Chicago last Monday. Mr. Glickson 
in addition to his general lines is pro- 
ducing a very sizable volume of life 
insurance. 


Bokum & Dingle Banquet 


The Bokum & Dingle general agency 
of the Massachusetts Mutual Life in 
Chicago will celebrate its eighth anni- 
versary with a dinner at the Union 
League Club in that city Jan. 21. There 


will be about 25 out-of-town guests. 





Agency Meeting at Peoria 


M. J. Cleary, vice-president of the 
Northwestern Mutual Life, is holding a 
meeting of the agency force in the Ray 
O. Becker general agency at Peoria, IIl., 
Jan. 13-14. 


Life Man Addresses Ad Club 


W. C. Murden, city supervisor for the 
Bankers Life in Minneapolis, spoke on 
“The Appeal of Advertising” at the St. 
Louis Advertising Club’s weekly lunch- 
eon Tuesday. 





New Company at Topeka 


The National Old Line Life of To- 
peka is the newest life company to be 
incorporated in that state. It is a stock- 
with-policy company and has $100,000 


| capital. The incorporators are: H. E. 
Clare, Topeka; H. H. Motter, Wichita; 
| Boyd Newcom, Wichita; A. D. Allison, 
Wichita; Carl White, Topeka; Jesse W. 
Greenleaf, Topeka; J. H. Lee, Topeka. 

Mr. Clare is a former official of the 
| National Reserve Life and helped put 
lover that company’s stock-with-policy 
|campaign. Mr. Motter is United States 
internal revenue collector for Kansas, 
He formerly was with a now defunct 
company at Olathe and was the receiver 
during the liquidation of that company. 
Mr. White is the present state treasurer 
and Mr. Greenleaf a member of the pub- 
jic service commission. Mr. Lee is a 
politician and formerly was a banker in 
Eskridge and Topeka. 





Honor Aetna’s Omaha Leaders 


A. F. Hughes of the H. E. Sorenson 
agency of the Aetna Life at Omaha, 
Neb., was presented with a silver lov- 
ing cup by Mr. Sorenson in recognition 
of his obtaining the greatest number of 
|applications for 52 consecutive weeks. 
Harley F. Berry was presented with a 
| gold watch. James E. Mansfield, presi- 
dent of the Aetna Club, presided at the 
dinner given for the agents by Mr. 
Sorenson. 


A complete course in the elements of 
life insurance, aside from the actual sell- 
ing, has been established at the Univer- 
sity of Kansas. About 40 students are 
regularly enrolled. Life insurance tnen 
from all parts of Kansas are being in- 
vited to lecture before the class. The 
university is not undertaking to train the 
students in the selling of insurance but 
is offering the course to give instruction 
in the history and theory of life insur- 
ance and studies into the actual practices 
ot this business. 








IN THE SOUTH AND SOUTHWEST 








SOUTHERN STATES PROJECT 





Purchased Lot in Atlanta and in Due 
Season Will Erect Home Office 
Building 


The Southern States Life of Atlanta, 
Ga., has purchased a lot 100x200 feet 
located on three streets in the central 
business section on which it will even- 
tually erect a home office building. 
President Wilmer L. Moore says there 
are no definite plans in connection with 
the construction of the building. In the 
near future, however, it will erect an 
office building probably from 16 to 20 
stories high, as the lot is located in the 
new developing retail area. President 


Moore believes that the location will in | 


the course of time, probably within the 
next five or six years, become the busi- 
ness center of Atlanta. 


Hadley in Charge in Arkansas 


J. W. Hadley of Prescott, employed 
in the Arkansas insurance department, 
is temporarily in charge of the depart- 
ment since the resignation of Claude 
Duty. 


New Questionnaire Unnecessary 


Life, health and accident insurance 
agents in Texas having on file ques- 
tionnaires for the year ending March 1, 
1927, will not be required to file new 
questionnaire for the year ending March 


1, 1928, in order to secure licenses to | 


represent the companies which they 
were representing at the close of the 
present fiscal year, Commissioner R. L. 
Daniel announced. They will be re- 


quired, however, to file new question- | 


naires in order to secure licenses for 
any other companies than those repre- 
sented at the close of the year. 


Had Big December 


The Alamo Life of San Antonio, Tex., 
reports an excellent “Christmas Tree 


Contest” among 52 agencies with a re- 
sultant business of $518,500 for Decem- 
ber. This total written by the 52 agen- 
cies was made up of small policies, only 
four applications being over $10,000. The 
special campaign was featured by spe- 
cially prepared bulletins on holiday let- 
terheads, mailed to all agencies during 
the month. The agencies were supplied 
with miniature Christmas packages to 
which they were to attach applications 
during the month and forward them to 
the home office. These packages were 
hung on a real Christmas tree at the 
home office and were not opened until 
after Jan. 3, when the results of the con- 
test were announced. 

The Alamo Life reports a good gain 
of new business for the year with a fa- 
| vorable renewal record of business writ- 
ten in 1925. An aggressive campaign 
through northwest Texas is being pre- 
'pared by the company for the early 
months of 1927 and a new record is ex- 
pected for this year. 


Ss. H. “Stout Dead 


Samuel H. Stout, one of the leading 
agents of the New York Life in Mem- 
phis, died last week at his home follow- 
ing a complication of diseases. 


Union Standard’s Business 


The Union Standard Life of Dallas 
announces that its paid for production 
for 1926 was $1,300,000. 


Pyramid Life Ends First Year 

The entire sales force of the Pyramid 
Life of Little Rock, Ark., were the 
guests of President Herbert L. Thomas 
at their first annual “Kick-Off Break- 
fast,” marking the beginning of the Pyr- 
|amid Life’s program for 1927. Com- 
menting on the outlook for this year, 
| Mr. Thomas said: 

“In looking forward to the new vear, 
we of the Pyramid Life cannot but have 
| a feeling of optimism. Our progress for 
| the past year has been very gratifying. 
' This first vear we have placed over halt 





Con 


men 
miss 
the 
at t 
buke 
the 
sione 
lic i 
subj: 
it to 
sura: 
sity 
then 
pani 
mine 
expe 
“thet 
cost 
such 
by tl 

oT 
price 
hic it 
with 


all of 
derwt 
porat 
contri 
Inter: 
Mr. \ 
in the 
that i 
gener. 
ternat 


tate of 
Angel 
$125.00 
been | 
court. 
of the 
urer s] 
istratic 

Mr. 
1920 o 
Real } 
to evar 
transfe 
in and 
compat 


and ad 


‘unct 
eiver 
any. 
surer 
pub- 
is a 
er in 


‘s of 
sell- 
iver- 
are 
men 
r in- 
The 
1 the 
but 
‘tion 
isur- 
tices 


. re- 
cem- 
gen- 
only 
The 
spe- 
let- 
ring 
lied 
s to 
‘ions 
n to 
were 

the 
until 
con- 


gain 
1 fa- 
writ- 
aign 
pre- 
arly 
; ex- 


ding 
[em- 
low- 


mid 

the 
mas 
eak- 
Pyr- 
‘om- 
rear, 


rear, 
nave 
; for 
ring. 
half 





YiimM 


o> 


January 14, 1927 


our entire allotment of charter member- | 


ship policies with the leading people of 
the various communities of Arkansas, 
and we are now able to announce our 


other forms of policies without waiting | 


until this entire allotment is sold. 

“For the coming year, our sales force 
will be under the leadership of Brooks 
Hays, director of sales, and we are look- 
ing forward to another year of con- 
tinued progress.” 


Arnett Speaks at Optimist Club 


Cary G. Arnett, president of the 
Inter-Southern Life, was the principal 
speaker at the luncheon last week of 
the Optimist Club of Louisville. Mr. 
Arnett chose for his subject “Steward- 


ship,” and pointed out’ the responsibility 
iwhich goes with leadership and with 
life. 





Southwestern Gets License No. 1 


The Southwestern Life of Dallas, was 
the first company in Texas to make a 
complete report to the state insurance 
department. It was issued license No. 
1 to do business in Texas, an honor it 
has held for five years. The report 
showed the company has nearly $200,- 


000,000 insurance in force and that its 
assets are nearly $23,000,000. The new 
business put on the books in 1926 


showed a good increase over that of the 
preceding year. 








PACIFIC COAST AND MOUNTAIN FIELD | 








WARNS AGAINST THE TWISTER 


Commissioner McQuarrie Tells Public 
There Is No Such Thing As Bar- 
gain Life Insurance 


Salt Lake City, Jan. 13—In a state- 
ment issued in Ogden last week, Com- 
missioner John G. McQuarrie warned 
the insuring public against the twister, 
at the same time offering a severe re- 
buke to that troublesome individual. In 
the course of his statement, Commis- 
sioner McQuarrie observed that the pub- 
lic is not as well informed upon the 
subject of insurance as one might expect 
it to be, in view of the many years in- 
surance has been regarded as a neces- 
sity by all classes of the people. He 
then explains how all reserve life com- 
panies figure their premiums and deter- 
mine their guarantees from the same 
experience tables. “Therefore,” he says, 
“there is little variation in the actual 
cost of similar forms of insurance, as 
such contracts are offered to the public 
by the respective companies. 

“There is no such thing as bargain 
prices in insurance premiums. The pub- 
lic in this line pays for what it gets 
with about the same accuracy and with 
a greater certainty than is represented 
by the respective deposits and credits 
on the balance sheets in the various 
banks.” 


Whitfield Controls Los Angeles Agency 


Announcement is made by W. C. EI- 
liston, Pacific Coast inspector of agen- 
cies of the International Life, that Z. B. 
Whitfield, Sr., formerly cashier of the 
Los Angeles agency office, has acquired 
all of the stock of the International Un- 
derwriters of Los Angeles, which 
poration held the general agency 
contract for southern California of the 
International Life. It is understood that 
Mr. Whitfield will not make any change 
in the corporate name of the agency and 
that it will continue as the Los Angeles 
general agency representative of the In- 
ternational Life. A number of 
agents have been added by Mr. Whit- 
field since he acquired the agency and 
it is understood that he will actively bid 
tor brokerage business. He is a brother 

ludge W. K. Whitfield, president of 
the International Life. 


Tax Unpaid; State Administers Estate 


Letters of administration granting the 
state of Arizona participation in the es- 
tate of the late Thomas Higgins of Los 
Angeles, to an extent of approximately 
$125,000 claimed as inheritance tax, have 
upheld by the Arizora supreme 

This decision sustained a ruling 
of the lower court that the state treas- 
urer should be granted letters of admin- 
istration. 

Mr. Higgins just before his death in 
1920 organized the Higgins Mining & 
Real Estate Company, the court holds 
to evade the inheritance tax laws. He 
transferred all of his extensive holdings 
in and near Los Angeles to the new | 
company but retained the certificates | 
and administered the affairs of the cor- 


Deer 


urt 
court, 


cor- | 


new 
i 


| poration. At his death his estate showed 
only slightly more than $37,000 in real 
and personal property. 

The supreme court held that a trans- 
fer made in anticipation of death is in 
effect an attempt to evade inheritance 

| taxes. 


Los Angeles Agency’s Big Gain 
Los Angeles territory in 1926 proved 
to be rich and prosperous for the Equit- 
able Life of Iowa. In a year when the 
company made a 21 percent § gain 
| throughout the United States, the Los 
Angeles agency climbed from 13th to 
| fiith place among the company’s 100 
agencies, according to Rov H. Sheldon, 
general agent, who leit Friday for a con- 
| ference with home office officials at Des 
Moines. The Los Angeles agency made 
a gain of 65 percent over 1925. 


New Commissioner for Oregon 


Governor-elect Isaac Patterson of 
Oregon, who took office Jan. 10, has let 
|it be known that he will appoint a new 
insurance commissioner. Will Moore 
has held the office under the administra- 
tion of Governor Walter Pierce, Demo- 
crat. 


New Company for Wyoming 


The Yellowstone Mutual Life of Cas- 
per, Wyo., organized on the mutual legal 
reserve plan, has been licensed by the 
Wyoming department. A. H. Stewart, 
connected with the organization, was 
formerly Colorado general agent for the 
Union Mutual Life. He also repre- 
sented the New York Life at one time. 
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The Year—I1927? 


That is the question many 


agents are asking them- 


selves. 


All Companies have good 
policies, competitive rates 
under 


and operate 
same laws. 


The Company 


give you the best service, 


and will help you 


most business is the one to 


choose. 


The Liberty Life offers to 
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Special Campaign 


serve Business and to In- 
crease Renewals. 
\gency openings in_ Kansas, 
Missouri, Nebraska, Arkansas, 


Illinois, California, 7 


Oregon and Nevada. 


lilustrated Pre- 
and Follow-up; 
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The LIBERTY LIFE 
INSURANCE CO. 


LIBERTY LIFE BLDG. 


TOPEKA 


Cuas. A. Moort 


KANSAS 


Vice Pres. and Manage) 








“LIBERTY LIFE AGENTS DRIVE SORROW FROM TOMORROW” 








AGENCY DEPARTMENT CHANGE 


Massachusetts Accident Announces Sev- 
eral Promotions and Shifts to 
Strengthen Its Staff 


BOSTON, Jan. 12.—The Massachu- 
setts Accident has announced a number 
of important changes in its agency de- 


partment. Charles M. Adams, vice- 
president and agency manager, now 
becomes agency director, with duties 


which include general supervision of the 
producing end of the business for both 
commercial and ordinary departments. 
Mr. Adams has had a wide experience 
covering every branch of the business. 
For many years he served as manager 
of the company’s claim department and 
for the past 15 years has been agency 
manager, giving especial attention to the 
ordinary department. 

Wesley M. Roe, who has been Mr. 
Adams’ assistant for many years, has been 
appointed manager of the ordinary de- 
partment, while Victor R. Weston ts the 
new manager of the commercial depart- 
ment. He has been connected with the 
claim department of the Massachusetts 
Accident for the past 20 vears. Walter 
L. McNeill has been appointed assistant 
manager of the commercial department. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. 


GREENWOOD, President 








Attractive agency contracts direct with the Home 


Office ; 


A splendid line of policies, to meet all emergencies 
from birth to death, at low rates; 
Complete Home Office co-operation. 
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Whatever you have to say to Insurance men, 
effectively through the advertising columns of The 
One inch one column Want Ads are $5.00 an insertion. Other rates on 


application. 
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Security~ — 


@ When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has always stood safe and secure 
as a foremost disciple of Pure 
Life Insurance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 

















Celebrate With Us 


Next June this Company will celebrate its 
Eightieth Anniversary with a great Convention 
in Philadelphia, to be attended by Field represen- 
tatives from all parts of the country. 


The PENN MUTUAL has places for capable, 
hard-working men and women who are devoted 
to the highest ideals of life insurance. Contracts 
are satisfactory, and the conditions and atmosphere 
of a Penn Mutual agency relationship are of the 
kind that creates enthusiasm and assures per- 
manency. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 




















If If 
Territory does make a difference You are a producer 
If If 


Close co-operation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL job 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 

















INCORPORATED 187! 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND,.VIRGINIA 
Issues the most liberal forms of ORDINARY Policies 
from $1, to 
with premiums payable cunualty. semi-annually or quarterly 


ee Policies up to $1,000.00 
premiums payable weekly 
CONDITIONS ON DECEMBER 31. 


1925 
nd 46,562,667.40 





Lisbilities "2.2... 39,040,092.25 

Capital and Surplus... ...-.cccccccccccccerseccceeceessceseenseeeee 6,622,575.15 

Ineurance 19 FOrc®......ccccccccccccccccccccecccssseesssesssseesss bat TRY 

Payments to Policyholders POPPI TTT TTT Ter -392,156.7 

Total Paymen ders ati tt te el $ 39,176.371.91 
ts to Policyholders since Organization iii G: WALKER. President. 














Massachusetts Accident atmosphere and 
since leaving school about 17 years ago 
has been continuously employed in the 
agency department with the exception 


|C. A, Mosher, 


j}and Jesse E. 


of the time he served in the world war. | 


Celebrate Incorporation 


The National Travelers Casualty of 
Des Moines celebrated its 20th 
versary of incorporation by a dinner 
party for its district agents and other 
guests last Friday evening. Announce- 
ment of the organization’s progress was 
made by President William C. Mc- 
Arthur, who said that surplus has grown 
from $74,945 in 1924 to $142,937 
end of last year. A number of notable 
guests were present including Justice 
Truman Stevens of the Iowa supreme 


court, Ben J. Gibson, former attorney- 
general, W. . C. Kendrick, former 
Iowa insurance commissioner, and a 


number of local business men and offi- 
cials. 


National L. & A. Changes 


The National Life & Accident has pro- 
moted M. F. Mechling of Peoria, R. C. 
Jaley of Memphis No. 1 and E. N. Dear- 
dorff of Springfield, Mo., 
ents in their respective districts. D. C 
Morgan of Texarkana has been promoted 
to a superintendency in Sherman, Tex 


Hills Is Michigan Manager 


Austin Hills, formerly representative 
of the Inter-Ocean Casualty at Spring- 
field, O., has been appointed state mana- 
ger of the company for Michigan 
will open headquarters at 2001 
Bank building, Detroit. 


Accident Case Decided 


Held that a policy insuring against 
the breaking of an arm or a leg was to 
be given its ordinary and common sense 
meaning and would not be extended to 
cover the breaking of a bone in the foot. 
American Local Mut. Life vs. Work, Ct. 
of Civil Appeals, Texas, 


Dime 


Salary Amendment Adopted 


UTICA, N. Y., 10.—By an amend- 
ment unanimously the Com- 
mercial Travelers Mutual 
annual meeting here, principal 
and directors will hereafter be 
a basis of volume of business done 
rather than on a straight salary basis. 

The president will now receive 2% 
cents, secretary-treasurer 9% cents, 
each of the six directors cents 
member in good standing as of Dec. 31 
preceding. 

As membership of Dec 31 
nounced as 231,350 by H. E 
secretary-treasurer, the salaries for 1927 
will be: President, $5,783; secretary- 
treasurer, $20,821; directors, $4,627; total, 
$54,367. Last year’s salaries of these 
officers totaled $37,000 

Russell H. Wicks of 
elected president, and H. E. 


Jan. 
adopted by 


9 


was an- 


Utica was re- 
Trevvett of 


anni- | 


at the | 


| dent 


| was agreed that the 
| urge the 
}and establish 


to superintend- | 


| Guaranty, 


| preferred 


and | Chapman, superintendent of the accident 


j grants full coverage 


Accident at the | 
officers | 
paid on | 
| the 


| Utica secretary-treasurer. 


He has virtually been brought up in the | 


Directors re- 
M. Glatt, E. F. Crumb and 
all of this city. Direc- 
tors who hold over are George A. Tyler 
Jones of Utica and C. E, 
of Boston. 


elected are T. 


Kennedy 


Enters Auto Accident Field 


& Casualty has 
accident insur- 


The Oregon Surety 
entered the automobile 
ance field. Its agents are now writing 
policies calling for disability payments 
up to $25 a wek for periods as long as 
two years. Directors of the company 
have recently declared a 1% percent 
dividend. 





Limit Burial Companies 

TOPEKA, KAN., Jan. 12.—Only one 
chenge in the insurance code for Kan- 
sas as it relates to the burial insurance 
companies has been suggested by the 
companies. This was that the burial 
companies be limited to writing acci- 
and health insurance so that no 
claim could exceed $25 a week for disa- 
bility through accident or health. It 
commission would 
legislature to change the code 
the limit to which burial 
companies could write health and acci- 
dent business. 


Explains New Policy 


NEWARK, Jan. 12—Schryver & Geyler, 
managers of the northern New Jersey 
territory of the United States Fidelity & 
gave a luncheon to a group 
of their agents last week. The meeting 
brought before the agents the company’s 
new accident and health policy, the pilot 
disability policy. Russell F. 


and health department at Newark, gave 
an explanation of this new policy, which 
from the first day 
Each applicant is entitled 
to a medical examination at the com- 
pany’s expense. The cost of a policy 
with a principal sum of $7,500 and weekly 
indemnity of $25 is $65 annually. 


to select risks, 


Drury Made Manager 


Donald A. the 
ap- 
and 


Jan- 


Drury, formerly with 
Massachusetts Accident, has been 
pointed manager of the accident 
health department of Chappell & 
sen, Chicago general agents. 


Interstate’s Annual Meeting 


annual meeting of policyholders of 
Business Men's Accident of 


The 
Interstate 


| Des Moines will be held Feb. 8 at the 
|} home office. For the first 11 months of 
| 1926 the company showed a 14.8 percent 
increase in premium volume, with an in- 
|}crease of 17.3 percent in claims. The 
claim ratio to premium income for that 


Trevvett, | 


period was 70.4 percent 


To Enter Industrial Field 


The World Accident of Omaha is per- 
fecting plans to enter the industrial 
accident and health field and will an- 
nounce its rates and new policy forms 
soon, 





Policy Literature, Rate Books, etc. 
Digest’’ and ‘‘Little Gem,” 


PRICE, $3.50 and $2.00 respectively. 





L sh : 


| NEWS ABOUT LIFE POLICIES 





New Policies, Ricaaion aii Dividends, ceili Values, and all centaite in 
Supplementing the 
Published Annually in May and April respectively. 


“Unique Manual- 








NEW RATE BOOK IS ISSUED 


Mutual Life of New York Has Compre- 
hensive and Convenient Arrange- 
ment for Its Agents 


The Mutual Life of New York has 
just put into the hands of its field force 
a new rate book, which is being univer- 
sally acclaimed as one of the handiest 
and most comprehensive ever issued by 
the company. The most important fea- 
ture in the new book is that the com- 
pany for the first time has arranged 
rates according to ages. For the first 
time the company also quotes rates on 
limited payment life policies maturing 
at ages 60 and 65 because of the increas- 
ing demand for such contracts. There 
has been a considerable extension of the 
tables showing how much insurance at 


the several ages is necessary to insure a 
life income of $10 a month under the 
various optional modes of settlement. 
Included in the book, too, are the com- 
pany rules with which an agent must 
be thoroughly familiar to render his pol- 
icyholders the maximum service. These 
rules have hitherto been issued in sepa- 
rate booklets. 


NONMEDICAL PLAN EXTENDED 
Life Offers Same Terms in 
United States as Given in 
Canada 


Canada 


The Canada Life has announced that 


| it will offer nonmedical business through 
| its United States branches on the same 


basis as it is now being written in Can- 
ada. On male lives the insurance will 
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be written on this basis between ages 15 
and 45. The limit will be $5,000 in any 
one year, $7,500 in any two years and a 
total limit of $10,000. Also, if the new 
insurance applied for will make the total 
of medical and nonmedical business ex- 
ceed $15,000, the regular medical exam- 
ination will be required. Total disabil- 
ity benefits will be granted on insurance 
up to $2,500 while double indemnity will 
be considered up to the nonmedical 
limit. On female lives the applicant 
must be single or widowed wage earn- 
ers between ages 18 and 45 and the total 
amount of insurance to be granted them 
shall not exceed $2,000. 


CHANGES OF OHIO NATIONAL 


New Rate Book Drops Some Policies 
and Lists Several New Forms 
With Premiums 


In the new rate book of the Ohio Na- 
tional Life, the rules of the company 
have been revised and brought up to 
date. Disability rates have been in- 
creased and the disability clause liberal- 
ized. Under the old clause a certificate 
from the physician establishing total 
and permanent disability was required. 
Under the new disability clause, if proof 
is established that total disability has 
continued for a-period of 90 days, the 
company will assume that it is perma- 
nent and disability payments will begin. 

Rates for endowment at age 85 have 
been reduced. The child’s endowment 
policies are discontinued, their place 
being taken by the company’s juvenile 
policies issued on the 20 pay life and 
20 year endowment plans. Two new 
policies have been added, endowment 
annuity at 65 and three year convertible 
term. 

In the former rate book there were 
only two plans of continuous monthly 
income policies, the 20 pay and whole 
life, ten years certain. The new rate 
book contains four plans of continuous 
monthly income policies: Whole life, 10 
years certain; whole life, 20 years cer- 
tain; 20 pay life, 10 years certain and 
20 pay life, 20 years certain. 

Following are the extra annual pre- 
miums for waiver of premium and $10 a 
month disability benefits on whole life 
endowment at age 85, 20 pay life and 20 
vear endowment policies, and the re- 
vised rates per $1,000 for endowment at 
age 85 and rates for the new endow- 
ment annuity at age 65 and three year 
term policies at quinquennial ages: 

—Disability—, --Life Premiums— 
20 20 An- 
Whole Pay Year E nd. nuity 3-Yr. 






Age Life Life End. i> Term 
12 ica as 5 $.... 
i” eee *- eee » ee 
20 2.46 2.95 1.66 A ee 
25 2.64 3.10 1.78 6.: 22.04 8.24 
30 292 3.27 1.99 8.6 26.46 8.63 
35 3.28 3.46 2.31 21.6 32.78 9.22 
40 3.79 3.70 2.88 25.7 41.41 10.15 
45 4.48 4.47 4.00 31.2 54.67 12.18 
50 ».49 5.53 5.26 38.82 77.74 15.88 
55 7.14 7.21 7.05 49.33 124.57 22.48 
60 se see . 65.17 cccs QGae 


HAS NEW INCOME POLICIES 


Recently Issued Rate Book of Home 
Life of New York Contains Addi- 
tional Forms 


The new rate book of the Home Life 
of New York shows new income con- 
tracts under the title “personal income 
policy.” This policy is written on three 
plans, with income to the insured com- 
mencing at age 55, 60 or 65, premiums 
in each case being payable until the in- 
come commences. The policy provides 
a monthly income for the insured, or 
cash endowment at the time the income 
would begin. In case of death, the pol- 
icy provides for the full payment to the 
beneficiary in a single sum or the priv- 
ilege of choosing one of the regular set- 

tlement options contained in the policy. 
If the insured should live to receive 
income payments but die before receiv- 
ing such income for 10 years, the pol- 
icy provides for payment in one sum 
to the beneficiary of the discounted 
value of the remaining income for the 


first 10 years. The regular settlement 
options are available in this case also. 
The unit policy provides for initial 
insurance protection of $1,000 to the 
beneficiary in the early years and an in- 
come of $10 per month to the insured 





at the maturity age. The amounts of | 


insurance necessary to provide such in- 

come are as follows: $1,655 for $10 

month income commencing at age 55; 

$1,467 at age 60; $1,302, at age 65. 
Other Options Available 


Instead of taking advantage of the en- 


dowment or monthly income feature at | 
maturity the assured may select one of | 


two participating paid up life options. 
He can take the money in cash, amount- 
ing to $1,655 at age 55, $1,467 at age 
60 and $1,302 at age 65; or he may 
take $1,000 paid up life insurance and 
cash of $1,045 at age 55, $800 at age 60 


or $579 at age 65; or he may take paid | 


up life insurance of $2,713 at age 55; 


$2,200 at age 60 or $1,800 at age 65. | 


The last mentioned option is subject to | 


evidence of fnsurability. The policy 
will be issued to men and women at 
the same premium rate. Disability and 
accidental death benefits will be con- 
sidered, 

Dividends on this contract during the 
premium paying period are higher than 
those of regular endowment contracts 
on which the premiums are payable for 
the same number of years. Even after 
income payments begin the insured will 
be entitled to annual dividends for the 
first 10 years in addition to the guar- 
anteed income. 

Following are the rates for the new 
contract at ee ages for in- 


comes commencing at age , 60 and 65: 
Age 55 60 

20 $36.35 $28.52 

°5 44.50 32.90 

30 56.22 41.32 

35 74.16 51.94 

40 104.4 68.16 

45 165.45 95.50 

50 +e 150.28 

55 


Berkshire Life 


The Berkshire Life has announced a 
new schedule of rates for the disability 
clause, showing notable increases, in 
some cases as high as 60 percent The 
old and new rates for the waiver of pre- 
mium and income of $10 per month are 
illustrated as follows: 


Ordinary Life 





old New old New 
Age Rate Rate Age tate Rate 
20.....$1.26 $1.86 GWesces $2.34 $3.70) 
Pt wae 1.45 2.16 Senswe 2.88 4.60 
Dis sane 1.67 2.54 TT 3.68 5.94 
iewes 1,94 3.03 55 4.99 8.06 


Tw enty -Pay Life 








Peoples Life, II. 


The Peoples Life of Chicago has an- 
nounced a new 20-year endowment 
policy which it will write from day of 
birth If issued before the 
six months old, the immediate death 
benefit is $50, increasing $100 on each 
policy anniversary until $1,000 is pay- 
able If issued at age 1 or from then 
on up to age 10, the age indicates the 
immediate death benefit in even hun- 
dreds to which $100 is added on each 
policy anniversary until $1,000 is pay- 
able. For ages 10 to 14 $1,000 is pay- 
able throughout the life of the policy. 
The premium rates per $1,000 on the 
new form are as follows: 

Age Prem. Age Prem. 
Birth to 


6 months. .$39.00 8 vears.....$41.00 
S DORR. coccss 39.47 9 years..... 41.10 
2 years...... 39.81 10 years..... 41.15 
3 years 40.08 Be DOR. ccc 41.17 
4 “S 31 12 years..... 41.21 
5 2 BS POATB...c> 41.25 
6 71 14 years.. 41.30 
7 88 





Penn Mutual Life 


The Penn Mutual Life has issued a 
new form of contract designed to com- 
bine the trust company services with the 
insurance services, the contract being 
a single premium life annuity with a 
guaranteed interest. Under the new 





contract, the company, for a fee of $50 


assured is | 











IFE Insurance Ser- 

vice second to none 

for efficiency and 
dispatch. 


HOME 
LIFE 
SERVICE 


means 


IBERAL Polic 
Contracts whic 
fully meet the public’s 
present day needs. 





Continuous 


Helpfulness 
n ROGRAM Insur- 


Meeting ance facilities. 


IVIDEND In 

creases reflecting 
the advantages accruing 
from efficient manage- 
ment as well as eco- 
nomic prosperity. 


Changing 
Conditions 


Ne 


Men and Women 
of ability, charac- \e 


ter and energy are 

needed for the task HOME LIFE 

of maintaining this INSURANCE COMPANY 
OF NEW YORK 


service and effect- 
ing a greater dis- 
tribution of its 256 BROADWAY 
benefits. NEW YORK, N. Y. 





























FRIENDLY SERVICE 


Friendly service is the key-note 
of the Peoples Life Insurance Com- 


pany of Indiana. 


If you are interested in a connec- 
tion which gives the best of friendly 
service and cooperation, it will pay 
you to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 


Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, lowa, liornia and Texas 
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Life Insurance in Force 
June 30th, 1926 
(Ordinary and Industrial) 


$342,950,956.00. 


Surplus Security to Policyholders 
$4,067,683.48 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 





W. L. Moody, Jr., 
President 


Shearn Moody, 
Vice-President 


W. J. Shaw, 
Secretary 

















| 


W. J. ALEXANDER, Secy. | 
F. T. ANDREWS, Med. Dir. 











POSE BARRY DIETZ, Pres. 
G. O. SANBORN, Vice-Pres. 


GLOBE MUTUAL LIFE 
INSURANCE COMPANY | 


CHICAGO 





Incorporated under state 


T. F. BARRY, | 
laws of Illinois 1895 


Founder 


19 PER CENT NET AVERAGE GAIN FOR 1926 in all branches | 


THIS IS MADE POSSIBLE ONLY BY THE UNEXCELLED 
SERVICE THE GLOBE GIVES TO ITS POLICYHOLDERS 


Home Office, Telephone 


431 S. Dearborn St. arrison 1998 | 


= 














| trict 


| Salem, High Point, N, C., and 


per $1,000 principal sum agrees to pay 


to the annuitant interest guaranteed at 
not less than 3 percent and guarantees 
the payment of the principal to a desig- 
nated beneficiary upon the death of the 
annuitant. Thus the premium schedule 
would show $1,050 for each $1,000 of 
principal sum, the same for all ages. It 
is believed the guaranteed interest 
feature will prove attractive. The com- 


pany has also issued cash refund an- 
nuity. 
Detroit Life 


The Detroit Life announces 
any new business produced on the ordi- 
nary life and 20-payment life preferred 


that on | 


risk policies, a bonus will be given 
amounting to 15 percent over and above 
the present commission. In view of the 
fact that the reserves which must be 
set aside on these policies is larger than 
| that required under the other classes, the 
Detroit Life found it necessary to re- 
strict the commission in order to guard 
against an over production of this class 
It feels now, however, that the time is 
opportune to increase the commission 


Register Life, Ia. 
The Register Life of Davenport. lIa., 
has announced an increase of 50 percent 
in the dividend scale for 1927. 








| “WITH INDUSTRIAL MEN _ 





GUILD FORMED BY PILOT LIFE 
Producers Club Announced at Annual 
Meeting of Industrial Producers 
at Greensboro 





Announcement of the inauguration of 
the Pilot Guild was made by H. B. 
Gunter, assistant general manager of 
the Pilot Life at meeting of the indus- 


trial agents of the company, held at 
Sedgefield Manor, Greensboro, N. C., 
Jan. 6 The guild is a unique arrange- 


ment by which the company will judge | 


its agents and award recognition to the 
leading district. 

The Guild takes its name from the 
guilds of medieval times. Agents from 
the various districts will be eligible to 
membership which will be won only by 
merit. It will be comprised of junior 
pilots, pilots and master pilots, the dis- 
winning the largest number of 
points during each 13 weeks will be 
designated as the star district. 

Agents from Greensboro, Winston- 
Norfolk, 
Va., were present, as well as several of 
the home office staff. Plans for 1927 
were discussed and received enthusiastic 
reception from the agents 





Changes by the John Hancock 


The following have been promoted by 


| the John Hancock from agents to as- 
superintendents in the districts | 


sistant 
of their service: Thomas G. Glassey, 
Chicago 7; Vincent P. Farrell, St. Louis 2; 
Thomas M. Hensey, Waterbury, Conn.; 
Isadore Wasserman, Stamford, Conn. 
(Portchester detached); William Adler, 








Address 








George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


ERNEST C. MILAIR, Vice-President and Secretary 











Chicago 2: John L 
|; Rapids, Mich.; Anthony J. Lopez, Port- 
land, Me.: Henry M. Goodman, Jamaica, 
lL. I.; Julius Zelniker, Elizabeth, N. J.: 
Julius Polatschek, Rochester, N. Y.; Lee 
DeLong, Louisville, Ky.; Ellery M. Col- 
son, Detroit 5; Daniel T. McEwan, De- 
troit 1; Angus J. MacIsaac, Cambridge, 
Mass.; Leo L, Rembowski, Detroit 1. 

The following have been promoted and 
transferred: Edward lk Walsh, from 
|agent at Hempstead, L. L, to assistant 
superintendent at Elizabeth, N. J. (New 
Brunswick detached); Garth C. Otis, 
from agent at Flint, Mich., to an assist- 
ancy at Toledo; Juell C. Mallum, from 
agent at Des Moines, to an assistant su- 
perintendent at Toledo; George W. Mil- 
ller, from agent at New York 2. to an 
assistant superintendent at Orange, N. J. 

Assistant Superintendent Donald H. 
Richey has been transferred from Grand 
Rapids proper to Muskegon detached, 
same agency. 

Nathaniel Gabrielli has been trans- 
ferred from cashier at Elizabeth, N. J., 
to cashier at Newark; Walter Price from 
clerk to cashier at Elizabeth, N. 
Harold W. Reehl, from cashier at New- 
ark, to cashier at Hempstead, L. ! 


Lapkun, Grand 


Are Given Official Posts 


Haley Fiske, president of the Metro- 
pclitan Life, announces the appointment 
by the board of directors of Morris 
Whittemore Torrey as third vice-presi- 
| dent and of Earl O. Dunlap as assistant 
actuary. Mr. Torrey was an assistant 
secretary in charge of the reinsurance 
division and will continue that work 
with added duties. Mr. Dunlap has 
been in charge of the work of liquidat- 
ing and settling the policies of the Pitts- 
burgh Life and its assumed companies, 
the business of which was assumed by 
the Metropolitan Life at the request of 
the insurance commissioners of New 
York and Pennsylvania, after the assets 
of the Pittsburgh company had been im- 
paired. 


Agency Managers Meet 


The annual conference of agency man- 
agers of the Great West Life of Canada 
was held in Chicago last week, the Ca- 
nadian and United States managers be- 

ing called into conference with the home 
office officials for the two-day session. 

The round-table discussions were purely 
‘on company affairs. 





New Policy 


Waiver of Premium 
Broader Double Indemnity Clause 


Loans at end of Second Year 





Disability Benefits of $15.00 per $1,000.00 


66 BROADWAY 
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Mr 


policyholders, 


Keeps Constant Contact 
With Old Policyholders 


striking demonstration of 


A the value of cultivating policy- 
holders for additional business 
and additional leads is shown in the 
case of W. A. Fieth of the Los An- 
geles agency of the Mutual Life of 
New York. Mr. Fieth has been in the 
life insurance business only two years, 
but is now the leading agent in the 
Los Angeles office. He recently made 
an analysis of the work of this first two 
years and found that in this period he 
had written a total of 147 policies for 


In comment- 


Fieth 


find that the present policyholders 


source of business. 
47 policies written in my 
a total of 21 have 
end of the second vear. 
147 have 
and suggestions 


of the cone 


from old 


Out of 


two ye ars’ 
been rewri itten 


Fit 


es 


policy 


holders. 


hello. 


Say 


terested in him, 


tor calling 
premiums 


ficiary, and naming of second beneficiary 
where a baby has come into the family. 
This does another thing. It keeps lapses 
down. In the 147 cases there have been 
only three lapses and one of these has 
moved out of the state and I can't find 
him. 
Follows Up Every Lead, 

No Matter How Small 

“I believe in following up every lead, 
no matter how small it looks. One case 
in particular an office lead wa: 


given me on 
$1,000 policy 
tull cash value. 

taken 
tather at the ti 
father 
several 


had been 


and the 
on it for 


, cultiv ate 


-€ gon if 


past 


he entered 
had payed the 
vears 


Value of Cultivating Old Policyholders 
for Business and Additional Leads Shown 
by W. A. Fieth, Mutual Life at a Angeles 
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HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot 


President 





Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating 
Texas 


the States of 
and Oklahoma, 


the 


Home Office is able to render 
a type of personal service to 


Agents 


that 


unbeatable. 


Writing all modern policy 


forms, 


the 


Company offers 


choice territory to Agents of 


ability. 


Our records show that policies 
were issued on 79% of the ap- 
plications during 1925 within 
three days after reaching the 


home office. 


Tom Poynor 
Vice-President 


resulted in 


a source ot 
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$10,000: 
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Was now enjoying a nice income 
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“Another case a policyholder called 
office regarding a $1,000 policy he Tips and Leads All 
and had taken out 18 years ago Given Unsolicited 
Called on him and found that no insur “And the pretty 1 
man had talked with him for 18 
regarding his insurance, and the | only 
resulted in a policy for $20,000. | | deliver a policy. 
These two cases are exceptions but it | ask for three nam 
shows that it pays to follow through. | relatives with the 5 
Specific Illustrations Show vy whea thea 
Value of Plan ae in most cases 
given 
“In getting back to old policyholders “Just yesterday 


will illustrate 
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“Original policy, $20,000—His daugh- | ing of an accident and he alth contract 
$5,000; his wife, $10,000; his book- | so that his monthly income in case of 
keeper, $10,000; his wife, $3,000; her | disability would be $500 per month. 
brother, $2,000; his salesman, $2,000; | After showing him that 1 could do the 
partner, $15,000; his friend, $5,000. | same thing for him by adding $20,000 
Total, $52,000 more of the same kind he was carrying 
“Original policy, $25,000—A friend, | with me it took about 15 minutes to 
his friend, $17,000; a friend, $10,- | complete the sale 


“A few weeks ag 
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N agency connection with Mutual Trust is 
backed by a genuine plan of cooperation. In 
addition to a “tool kit” equipped with all that is good 


in life insurance, Mutual Trust agents hav 
—— of a free Direct-by-Mail lead service. 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 





Get all the facts and see for yourself. 


CARL C. PETERSON, Vice Pres. 
A. E. WILDER, Director of Agencies 


The Chicago Temple, Chicago 
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ACTUARIES 








CALIFORNIA 





B ARRETT N. COATES 


CONSULTING 
ACTUARY 


354 Pine Street - - San Francisco 








ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Tele»hone 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 


= South La Salle Street, Chimge 
Life Insurance Accountants 
Statisticians 








H. NITCHIE 
° ACTUARY 
1523 Assn. Bldg. 19S. La Salle St. 
Telephone State 4992 CHICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C, MARVIN 
CONSULTING ACTUARY 
- 2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





1LOWA 





A. ANDERSON 
ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 








E. L. MARSHALL 
“CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 
444 Argyle Bhdg., Kansas City, Mo. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 








RED D. STRUDELL 
CONSULTING ACTUARY 
72z2 Chestnut St. 

St. Louis 





OKLAHOMA 








7. J. CONES —— 


ELOR 
CONSULTING. ACTUARY 
» Tecicalat 























insurance about $20,000; can you ar- | 
range to take care of it while here? 
Which, of course, I could; and this 
call to say hello resulted in a $20,000 | 
application. 


Many Ways to Tie Up 
With Policyholder 


“There are hundreds of ways we can 
tie ourselves to our policyholders by 
showing them we are interested in them. | 
And the moment they find out that we 
are really interested in them they will 
do anything in their power to help 
us along and they seem to enjoy our | 
success. 

“After calling on a lead given by a | 
policyholder always call him back and | 
let him know what was accomplished 
for he is just as much interested as you 
are, and if you succeed in writing his 
friend he feels he has had a part in it 
and you will have no trouble in getting 
further help from him. 

“IT might say that I never play golf 
with a man until after I have written | 
him, but very often afterwards, for then | 
you have his confidence and many good 
leads are obtained in this way. 

“After all, we take out of this busi- 
ness just what we put into it. Be opti- 
mistic, be a man, shoot square with | 
your policyholders, go out of your way 
to render them any little service and the 
rest will take care of itself if we work 
and make use of the hours as they roll 
by.” 


MANY PROBLEMS SOLVED 
BY NEW YORK RULING 


(CONTINUED FROM PAGE 3) 


no way excessive” commissions is the 
fact learned here today that the group 
association several weeks ago appointed 
a special committee to study the whole 
commission problem in the group field, 
especially commissions on larger cases. 
Most companies agree that the present 
schedule is too high. Some companies, 
notably the Metropolitan, have favored a 
proposal that no commissions at all be 
paid beyond $100,000 premium limit. 


| 
cial 
| that on the board of the Central Trust 


Whatever the final decision may be, 
commissions on the larger cases are 
almost certain to be cut considerably 


below their present level. Equally sig- 
nificant is the fact that this agreement 
to study commissions on large cases 
with the probable intention of reducing | 
them was an integral part of the general 
agreement of the group association in 
deciding to write no more cases on a 
non-commission basis. This was on 
doubt included in the general agreement 
in order to placate those companies who | 
feared that many large corporations | 
might become self-insurers if they were 
forced to pay any considerable commis- | 
sion charges. 


TWO LIFE PRESIDENTS 
EXCHANGE COMPLIMENTS | 


(CONTINUED FROM PAGE 5) 


noniical to operate in its home state. 
President May declared that the com- 
panies that are forging ahead are at- 
tracting attention in all directions. He 
asserted that no one wants to be con- 
nectca with an institution that drags. 


Does Business in Every County 


President Stevens in telling about the 
Grecn Signal Club said that it was or- 
ganized in 1909 and held its first meet- 
ing in 1910. This was the time when 
the company achieved its first $50,000,- 
000 insurance in force. Of the 24 
presidents of the $100,000 Club of the 
company, 11 have come from the Green 
Signal Club. He said that more than 
50 percent of the outstanding insur- 
ance of the Illinois Life is in its home 
state and more than 50 percent of its 
total new business produced comes from 
its home state. He said that the IIlin- 
ois Life does business in every one of 
the 102 counties in the staté. 

William R. Dawes, vice-president of 
the Central Trust Company of Chicago, 
was one of the guests of honor. Mr. 





| oldest 
| agency organization, 


sociation of Commerce and the Bank- | 
ers Club of Chicago. He complimented 
the Illinois Life highly, stating that it 
ranks among the highest and best finan- 
institutions in the city. He said 


Company are President R. W. Stevens 
and his brother, Ernest J. Stevens, who | 
is vice-president of 
general manager of the Hotel La Salle 
and the Stevens Hotel. Mr. Dawes 
spoke of the necessity of the naviga- 
tiou enterprise leading out from Lake 
Michigan, down the drainage canal to 
the Mississippi river. 
Hutchinson and Wharf Speak 


} 


the company, and | 


i, J. Hutchinson of Champaign, Il, | 


first president of the Green Signal Club, 


spoke, stating that he started with the | 


company 20 years ago. President Stev- | 
ens in presenting Mr. Hutchinson said 
that the principal terminations of his | 
business were due to death and matur- | 
ity. Mr. Hutchinson said that any man 
cau save a dollar a month to purchase 
liie insurance. 
a man save money, he said is good. Mr. 
Hutchinson said there is no substitute 
for good hard work. He stated that 
he did not believe in life insurance agents 
writing other lines of insurance. They 


should stick to life insurance and give | 


| it the best in them. 


_ Eugene C. Wharf of Vincennes, Ind., 
first president of the $100,000 Club, the 
man in point of service in 
was introduced and 
spoke briefly. He started with the com- 
pany 25 years ago. At the speakers’ 
table were seated all those who had been 
president of the Green Signal Club to- 
gether with the officers of the Illinois 
Life. 


Bill for Conversion of Fraternals 


A bill has been prepared to be intro- 
duced in the Nebraska legislature, which 
would provide a plan whereby fraternals 
may 
panies when the board of directors or 
governing body so desires. The 
would constitute an entirely new section 
into the insurance laws of the state, pro- 
viding for the forming of non-stock legal 
reserve companies, and incidentally per- 
mitting the transformation of fraternals. 





General Agents 
Wanted 


An Eastern Company writ- 
ing Life insurance at low 
guaranteed rates, and per- 
sonal Accident and Health 
insurance, plans to estab- 
lish several offices in Ohio 
early this year. A splendid 
opportunity for a few good 
men. Write for details. Ad- 
dress U28, care The Na- 
tional Underwriter, Chi- 
cago. 











DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 


105 So. La Salle 
CHICAGO, ILLINOIS 
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‘TWENTY YEARS 
and the 

CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 


Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 


Any influence that makes PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 











Assistant Actuary 


Well established and progressive 
southern company has vacancy in 
this position. Applicants will 
kindly state full age, qualifi-ations 
and experience. Apjlicant must 
be either a fellow or associate of 
a recognized acturial body. Ad- 
dress U-36, The National 
Underwriter. 


care 








THE 
UNITED STATES LIFE 


INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies Only 


Over 71 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 











WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man, It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a ful] levd 
net premium basis with more than $68,000,000 is 
assets and over $330,000,000 imsurance in force. 

More than 36,000 direct leads @ year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
Celia nn 


44@*°ARTOONS Without a Doubt are the 

Most Effective Weapons to Arouse 
Agents to a Sense of Their Own Defects 
Without Offending Them” 


Write today for proof sheets of cartoon cuts 
suitable for use in your company or agency 
publications. 















































= 
he 
.S 
’ THE CHANGING O 
| 
Ss” | lew people realize how completely the age of individuality in living has passed | 
| away. 
| Not so long ago the farmer raised everything that his family ate, except 
‘E sugar, tea and coffee, and some made their own sugar and a coffee of sorts. | 
Y ! He and his wife and the boys and girls manufactured nearly everything they | 
| wore. That was independence, but it made life hard and narrow ! 
_ ! At first slowly, then very rapidly, the great change has come. Everybody is | 
—_ a specialist, and everybody depends on others. Life has become co-operative | 
As a result the producing individual becomes increasingly powerful and 
] valuable. But tragedy and disaster usually follow his premature death or dis- 
: ability. | 
Through death or disability the producer defaults in the co-operative con- 
: tract and, so far as his dependents are concerned, the entire social program breaks 
- down, unless the value of the worker can in part be translated into cash, enabling 
F dependents to go on with the contract. 
- This calls for a co-operation which outreaches both disability and death ! 
; | 
Life Insurance on the mutual plan outreaches both death and disability 
— | For the mass of men who die in their producing years, with few assets except 
= their earning power, Life Insurance is as necessary as water under a ship or steam 
E behind the piston rods of a locomotive 
Society would have had to invent Life Insurance as it progressed into the era of 
co-operation had Life Insurance as a matter of fact not illustrated and applied the 
i principle of co-operation long before it appeared in industry and living. 
LIFE INSURANCE .IS THE INDISPENSABLE COROLLARY OF ! 
THE MODERN PROGRAM OF LIFE. | 
7 It has preached and prophesied for many years 
To its claims men now listen gladly 
od Its growth in recent years has been marvelous; but as expressed in its balance 
— sheets and in its outstanding insurance, it still pitifully fails to express the value 
)? of human life. | 
; | It is nevertheless unmistakably changing the picture of society 
P ... | It is the sinking-fund which meets the demands of death—the obligations that ] 
Z mature with the passing out of every worth-while life ] 
a, ee 
Lite’ | Think about these truths. 
100 ia | Recognize the new order. 


| Put yourself in harmony with it. 
| See one of our ten thousand agents. He will complete the story. 


NEW YORK LIFE INSURANCE COMPANY 


Darwin P. Kincstey, President 
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R. F. Sampson, A. C. Clover, 


zc Super Commission Contracts ~':=.... 


Chicago, Ilinois. Chicago, Til. 


For Chicago and Illinois Territory 


E. E. Haughton, W. Livingston Vance, 
c/o City Club ° ° 22 West Monroe St 
315 Plymouth Court Write or Wire Chicago, Hlinois 


Chicago, Il. 





INSURANCE COMPANY 
L[—— INDIANAPOLIS, INDIANA. — 





